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Of course, Junior wasn’t exactly prompt 
getting home from his date. But in 
Junior’s case the offense involves only 
an hour or so. In your case, Dad, the 
oversight is a matter of years. 


So let’s talk about the date you've 
got—the date with that time in your 
life when your earning power won't be 
running on all cylinders. The tough 
part about this situation is that al- 
though earning power decreases, re- 
sponsibilities are always with us—if 
not the responsibility of providing for 
our children, then the responsibility of 
providing for ourselves. 


Nobody wants to be a burden. No- 
body has to be a burden thanks to 





Union Central’s Retirement Income 
Policy—a policy designed to make the 
later years of life as full and as satisfy- 
ing as those you are enjoying now. 


Yes, a Retirement Income Policy puts 
YOU first. That’s why the inclination 
is to put it off. You figure your Life 
Insurance will take care of most con- 
tingencies. And so it will — but it 
doesn’t provide adequate income for 
your retirement. It doesn’t make up 
for the regular monthly checks which 
can begin to arrive as soon as you 
reach the age of 55, 60, 65 or 70— 
whichever you choose. And here is an- 
other advantage of a Union Central 
Retirement Income Policy: In case of 
your death, your beneficiary will re- 
ceive the face amount of the policy or 





the cash value . . . whichever is larger. 


So don’t put off enjoying the sense 
of security which a Union Central Re- 
tirement Income Policy can give you. 
Remember, the longer you wait, the 
more expensive such a policy becomes. 
So don't be late, Dad! Plan to see your 
Union Central Agent soon. 


° oO o oO 


Your Union Central Agent has a 
plan to meet every life insurance need. 
He has contracts ranging from Non- 
Convertible Term, the lowest premium 
policy of all, to Single Premium En- 
dowment, the highest. Through these 
modern, liberal policies, he can provide 
the finest possible life insurance cov- 
erage for applicants from birth to age 
65, inclusive. 


The Union Central Life Insurance Company 
CINCINNATI, OHIO 
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TOTAL ASSETS 


(100.0% ) 





a a ( 1.0%) 
( 1.1%) 
re | || 
( 45.5%) 
U. S$. Government. . $14,256,877.56 Public Utility..... 
$14,288,894.08 
State and Municipal. 20,474,201.05 Miscellaneous .... 
17 621,353.73 
Mortgage Loans Guaranteed by 
U.S. Agencies. . . . © 15.4%) 
( 16.5%) 
Other First Mortgage Loans. . . ( 28.4%) 
( 28.6%) 
Policy Loans and Liens . . ( 4.9%) 
re 4 vw. © <4 ( 3%) 


$1,042,099.91 


$1,055,259.07 


48,406,658.98 


494,377 ,564.19 


13,585,676.11 
11,903,592.54 


» » 89,704.26 


563,723.84 


15,979,475.59 


16,139,779.20 


29,599,515.11 


27 883,360.59 


9,737,341.06 


5,258,998.38 


971,319.53 


759,661.37 


Home Office... . $860,893.96 Sold on Contract . . 110,425.57 
$613,708.01 145,953.36 
Due and Accrued Interest . . ( 6%) 581,905.60 
( 6%) 548,020.25 
Due and Deferred Premiums . ( 1.6%) 1,648,840.98 
1.5% 1,495,816.06 
Capital Stock Deposited with 
Mutualization Trustees . . ( = .1%) 109,030.00 
( 0%) —0— 
Other Assets . . . ww 6 (€  0%) 38,971.81 
( 1%) 86,047.91 





(100.0%) $104,075,158.57 


$97 604,507.02 


- 


Policy Reserve Required by Law . . 
Policy Funds Left with the Company . . 
Policy Claims Awaiting Final Papers . 
Reserve for Taxes. . 1 1 ww 
Interest and Premiums Paid in Advance. 


Dividends to Policyowners Payable to 
December 31,1950. . . . . . 


Other Liabilities . . . . . wy 


TOTAL LIABILITIES =. ww, 


Excess Protection for Policyowners: 


Capital . 1 sw sw ew wo $828,580.00 
$828,580.00 
Surplus . 1. 1 ww eae 4,605,343.08 ‘ ‘ 


4,171,918.23 


ee («6 @! 4x «a 


FOR THE YEAR ENDED 


31, 1949 


$87,182,797.00 


$82,416,810.90 


7,419,221.13 


6,651,447.03 


325,052.17 


298,865.96 


436,813.68 


260,805.29 


1,778,572.30 


1,662,635.98 


670,458.64 


557,103.13 


828,319.97 
756,340.50 


$98 641,235.49 


$92,604,008.79 


9,433,923,08 


5,000,498.23 





$104,075, 158.57 


$97,604,507.02 


“Light face italic figures are for year 1948, 


y TEN-y 
ear Assets YEAR — 


191 
1929 $4942,914,69 “Ml & Surpig 
1939 opin 114 1,270, 
1949 "304,296, 20 899,050, 99 
075,158.57 1682,773,29 





THE OHIO NATIONAL LIFE INSURANCE COMPANY 


JOHN H. EVANS, President... Home Office, 2400 Reading Road... CINCINNATI, OHIO 
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I W. Dawson Heads 
Mutual; Roger Hull 
Executive V.-P. 


Douglas to Have Advisory 
Role on Return 
to Active Duty 


Mutual Life has elected Louis W. 
Dawson president and Roger Hull ex- 
Mr. Dawson was 
and general 
vice-president 


ecutive vice-president. 
executive vice-president 
counsel. Mr. Hull was 
and manager of agencies. 

Chairman Lewis W. Douglas, 
on indefinite leave of absence from the 
as ambassador to Great Bri- 


who is 


company 

tain but is temporarily in the United 
States, said Mr. Dawson will be chief 
executive officer. When Mr. Douglas 





L. W. Dawson 


Roger Hull 


returns to active duty in the company 
he will serve as counselor to the trustees 
and officers in his capacity as chairman. 


Dawson Has Been in Charge 


Mr. Dawson had been executive vice- 
president since January, 1949, and had 
been in active charge of operations since 
the death of President Alexander FE. 
Patterson. After practicing law in New 
York City, Mr. Dawson joined the law 
department of Mutual Life in 1928, be- 
came assistant general counsel in 1936, 
vice-president and general counsel in 
1938, and a trustee in 1941. He grad- 
uated from the Cornell University law 
school in 1919, following naval service. 
He is treasurer and a director of the 


Life Insurance Guaranty Corp. He is 
a vice-president of the Assn. of Life 
Insurance Counsel. 

Mr. Hull started with Mutual Life 
in 1928 as an agent, served as district 
manager at Meridian, Miss., manager 
at Nashville, became assistant superin- 
tendent of agencies in 1938 and_ vice- 
president and manager of agencies in 
1941, 


Policy Loans in 1949 Up 
but Favorable in Ratio 


While policy loans and cash surrenders 
increased last year, their ratio was not 
far above the lowest point ever, accord- 
ing to the Institute of Life Insurance. 

Total loans outstanding ‘were $2,227,- 
000,000. Though $170 million more than 
at the start of the year, the ratio of 
loans to policy reserves was 4.3% as in 
the two previous years. 

New loans made were $473 million, 
but more than $300 million of old loans 
were paid off. 

Cash surrenders were $587,336,000, or 
1.2% of policy reserves. 





XUM 


Social Security Looms as Big Question 
for Discussion at NALU Midyear Meeting 





As National Assn. of Life Underwrit- sociations will be encouraged to get 
ers leaders prepare to depart for Okla- their members to complete the N.A.L.U. 
homa City and the midyear meeting, questionnaire on agents’ earnings and 
the N.A.L.U. position on social security expenses. 


looms up as the outstanding subject of Taxing Interest Increment 


discussion. 
The association leaders will also con- 


Specific attention is to be given to 
total and permanent disability coverage sider the proposal of the Treasury de- 
partment to tax the interest on the in- 


and to suggestions that the entire social 

security program be placed on a pay-as- terest increment in installment settle- 
you-go basis. President Judd C. Benson ment proceeds and will oppose it firmly. 
of N.A.L.U. told the Senate finance The committee on relations with at- 
committee last month that the associa- torneys will report on the progress it 
tion was studying both problems and is making with that group in acting on 
might redéfine or restate its stand on complaints and in reaching agreements 
both issues at or after the midyear with bar associations that feel that 
meeting. agents engaged in estate planning 


° . and counselling infringe, in some cases, 
rass- ativ rogra ’ 
om ss-Roots Legisl a e + ogr m upon the lawyers’ field. 
Che grass-roots legislative information 


Other subjects slated for treatment 
program operated through state and lo- 


include membership promotion and 
cal associations will also be a focal point dues; plans for the annual meeting at 


for discussion. The National associa- Washington in September; receipt of 
tion will seek to interest even more bids from cities for the 1952 meeting; 
local associations in carrying out its the leadership training program; some 


program to keep aay of Congress 
informed of the N.A.L.U. position on ment of the present method of changing 
pending legislation and other pertinent the association by-laws to remove its in- 
subjects. Emphasis will probably be congruities; the reinstatement of life in- 
placed on H.R. 6000, on which the surance week and adoption of resolu- 
Senate finance committee is conducting tions. 

hearings. On the social side of the midyear 

York 


discussion of the Hoover report; mn oh 


Section 213 of the New insur- meeting are a reception at 6 p.m. 
ance law, which limits acquisition ex- Wednesday by the Oklahoma City Gen- 
penses, will also hold the stage for a eral Agents & Managers Assn. for those 
time. Because companies licensed in attending the general agents’ and man- 
New York must follow the New York agers’ session, Dinner follows at 7 p.m. 
law everywhere they do business there Thursday evening after the national 
is widespread interest in these proposed council meeting, its members will be 
changes. The association is anxious for guests of the Oklahoma City association 
a revision of the law at the 1951 session at a buffet dinner and dance. 
of the New York legislature. N.A.L.U. The sales congress will follow on 
wants to run_no risk of having action Friday. Speakers were announced in the 
delayed for still another } year. L ocal as- March 3 issue. 














Wis. Rallies eae Huge Tanna Group Case 
Breaks Up Into Segments 
A. ]. Nussbaum for 


The final negotiations at Chicago on 
NALU Trustee Post 


a trusteed group plan to cover 60,000 
long haul truck drivers resulted in the 
award of coverage on about 15,000 of 

MILWAUKEE — Sic sud toca these drivers going to Union Casualty 
Wisconsin life underwriter associations 
have endorsed A. Jack Nussbaum, agent 
here of Massachusetts Mutual Life, for 





of New York and United States Life. 
This was a surprise move to most in- 
surance men who had expected the 
whole coverage to go to one of four or 


a of National Assn. of Life Under- five of the largest life companies. There 
Mr. Nussbaum is a life member of dari = —- + meeting of soli- 
> Milli r » and darity in the oh teamsters union 

the Million Dollar Round Table a ranks. The union in 22 central states 


served as the second chairman of Wis- Pict - > 
was originally going into the plan. The 


consin Life Leaders Round Table. : : ; 

President of the Milwaukee associa- largest local at Chicago, the locals for 
tion in 1946, Mr. Nussbaum was local Ohio and other midwest groups pulled 
eeneral chairman for the mid-year OUt and will engineer their own cover- 
N.A.L.U. convention here. He is now @8€S- 


The group placed will result in a 


executive vice-president of the Wiscon- » babes Sn, 
premium of less than $1 million in life 


sin association, national committeeman “igeiavastt ‘ ii } 
of the Milwaukee assocation, and re- — ae y +R mostly on south- 
gional vice-chairman of the member- ¢' Operators. Lhe prospective premium 


had been 2% million and had been the 
subject of a highly competitive nego- 
tiations. 


ship committee of the National associ- 


ation. 

The candidacy of Mr. Nussbaum has 
been backed by all 15 local associations 
in Wisconsin, as well as the state asso- Rumors as to Status 


—_— 


ciation. 
PI 3g ; of Malone Revived 
G. B. Wright N. Y. Chief PHILADELPHIA—Gov. James 
Carl Typérmass, Lumber Mutual Duff said here that he is planning 
Casualty, discussed the disability bene- something for Insurance Commissioner 
fits law at the March meeting of New James F. Malone, but that he will not 
York City Assn. of A. & H. Under- fire him. Malone, who is Republican 


writers. New president is George B. chairman of Allegheny county and is 


Wright, Mutual Benefit H. & A. who supporting the Jay Cooke gubernatorial 
succeeds DeWitt A. Stern, Fireman’s campaign in that* county in opposition 
Fund Indemnity. Phinehas N. Brown, to the Duff-Fine ticket, accused his 
Monarch Life, is vice-president; Earl GOP opponent of conducting a “low” 


type of campaign. His attack revived 
talk here that the governor was plan- 
ning to fire him. 


Duncanson, Connecticut General, secre- 
tary; Bernard N. Bergen, Mutual Trust 
Life, treasurer. 


Agents Provided 
Entree by NSLI 
Term Expirations 


Most Veterans Welcome 
Help in Deciphering 
Renewal Instructions 


The life.insurance agent who nuin- 
bers National Service Life term. policy- 
holders among his prospects or clients 
is currently provided with a valuable 
opportunity for review of the insurance 
carried by each of them, because from 
now on NSLI term policies are expir- 
ing. There has been no further extension 
by Congress of the term period, so that 
many veterans who took out NSLI in 
the early days of the war are now re- 
ceiving applications for renewal of the 
coverage on the five year level premium 
term plan at their attained age. 

Each veteran is furnished a written 
explanation of what has transpired and 
what his premiums will be if he elects 
to renew the coverage for five years. 
There is also an explanation of the total 
disability income provision and of the 
veteran’s right to convert his term cov- 
erage to a permanent NSLI plan. 

As is usually the case, the explana- 
tions, though couched in language easily 
understandable to the insurance agent, 
are probably not clear to the average 
veteran. Here’s where the insurance 
producer steps in. He can be of help 
to the veteran in interpreting the lan- 
guage and furnishing counsel about 
what the next move should be. 

Quite a few of the agents have gotten 
on the ball in this respect and called 
all of the ex-GlIs on their lists. They 
have found that a pretty high percent- 
age of those who have received the re- 
newal applications would like some help 
in deciding what to do about them. 
Those who have not yet received .the 
renewal notices are invited to call the 
agent when they do. 

Here is the chance for the agent to 
get in on the ground floor and talk life 
insurance with a class of younger citi- 
zens who have been somewhat unap- 
proachable in the past. Many former 
servicemen have put off discussing their 
life insurance with agents in the past, 
because they carried the GI term cover- 
age. Now that this coverage is running 
out and is no longer as cheap as it Was 
in the past, there are quite a few of 
them with questions to ask. 

The GI renewals put a real foot in 
the door for the life agent, particularly 
if he is a veteran himself. He can talk 
over life insurance problems on a soldier 
to soldier basis and the addition of the 
total disability question gives him an 
opportunity to talk about A. & H. cov- 
erages in general. 

On the application for renewal, the 
veteran is faced with choosing one of 
four settlement options and designating 
principal and/or contingent beneficiary, 
both jobs which the average layman is 
unequipped to do for himself. 


Passes 1,950 C.W.P. Mark 


George R. Floyd, Mutual Life, Alli- 
ance, O., has completed 1,950 consecu- 
tive weeks of production. He started his 
app-a-week program six months after 


he joined Mutual Life in 1912. He has 
‘served as mayor of Alliance several 
times. 
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Prudential Results 
for ‘49 Given at 
Business Conference 


NEWARK—With sales totaling $3,- 
153,000,000 in 1949 Prudential closed 
the year with $31,- 
Z 304,000,000 of life 
insurance in force, 
an increase of $1,- 
669,000,000, Presi- 
dent Carrol M. 
Shanks disclosed at 
the opening session 
of the company’s 
annual business 
conference. Sales 
in 1948 were $2,- 
855,078,000. 

More ‘than 600 
field men joined 
home office execu- 
tives at the meet- 
ing held in a local theater. This year’s 
conference will also take cognizance of 
the company’s 75th anniversary. 

During the year Prudential increased 
its mortgages by $548 million. Bonds, 
other than U. S. governments, and 
stocks were increased by $284 million 
and real estate investments by 521 mil- 
lion. The mortgage account totals a 
record-setting $2,313,000,000, up 31%. 
Stock and bond holdings aggregate $5,- 
283,000,000. Cash and U. S. govern- 
ments declined $405 million. Assets in- 
creased $479 million to reach $8,325,- 
000,000. 





c. M. Shanks 


Interest Earnings Improve 


Interest showed a slight improvement 
in 1949. Mr. Shanks pointed out that 
earnings had enabled the company to 
make further progress in its reserve 
strengthening program while continuing, 
in general, in 1950 the dividend scale 
applicable in 1949. 

Mr. Shanks noted that the Celler sub- 
committee hearings had produced 
“nothing to the discredit of our indus- 
try” but, on the contrary, had provided 
the public with a clearer understanding 
of the “extensive life insurance and in- 
vestment services rendered by both 
large and small insurance companies.” 
They have, he ‘said, clearly established 
that “competition exists in all branches 
of the industry and that an attack upon 
companies because of their size is not 
justified.” 


In Line with Prudential Practice 


As regards congressional examina- 
tions of the flow of life insurance funds 
into small businesses, Mr. Shanks noted 
that “the Prudential has been following 
that policy for many years, with in- 
creased effort and good results.” 

“Similar investigations may be con- 
tinued in 1950,” Mr. Shanks pointed out. 
“We are willing and able to tell our 
story to the proper officials, and, of 
course, to the public generally. I am 
confident that our story is a good one 
and contains sufficient facts to convince 
the public that the industry and the 
Prudential are making a significant and 
good contribution to the welfare of our 
nation and its people.” 

Superintendent Dineen of New York 
talked on the dangers of socialized medi- 
cine at a luncheon meeting Tuesday. 
The conference concluded with a ban- 
quet Wednesday. 


Life Companies Exceed 600 


At the start of this year there were 
609 legal reserve life companies in the 
United States, according to the Insti- 
tute of Life Insurance. This is 25 more 
than a year ago, most of the new com- 
panies being in the south and southwest. 

At least one company is domiciled in 
every state, except Wyoming, Te 
leads with 108 companies. Leading city 
is New Orleans with 39. 






On Southern Cruise 








Robert Merriman, president Scranton 
Life, and Mrs. Merriman, who are being 
accompanied by their daughter, Miss Elea- 
nor Merriman of the actuarial department 
of Security Mutual Life of Binghamton, 
sailed on the Uruguay for South America, 
where among other ports they will visit 
Rio de Janeiro and Buenos Aires. 





Television Station O.K.’d 

Federal communications commission 
has approved the application of National 
Life & Accident for a television station 
to be operated in conjunction with.radio 
station WSM. Chain programs will be 
relayed from Louisville. The station will 
be * operation by Sep. 1. 





King on Kansas Program 


Lyman E. King, a former president 
of Kansas Assn. of Life Underwriters, 
now director of agency training of Re- 
public National, Dallas, will be on the 
program of the Kansas sales congress 
at Salina May 13-14. Elliott Beldon, 


Franklin Life, Salina, is general chair- 
man. 


* 
pS The 
COMMONWEALTH 


Commentary 


“THESE BASIC TRUTHS” 


L.LA. Committees, 
Chairmen Named 


Life Insurance Assn. 
Chairmen 


Committees of 
of America have been named. 
are: 
Anti-trust, H. C. Spencer, vice-presi- 
dent Home Life; auditing, Floyd Zuk- 
swert, general auditor Mutual Benefit 
Life; budget, Morton Boyd, president 
Commonwealth Life; compulsory health, 
R. D. Murphy, executive vice-president 
and actuary Equitable Society; congres- 
sional inquiries, J. A. Fulton, president 
Home Life; coordination of activities, 
J. A McLain, president Guardian Life. 


Other Chairmen Listed 

Direct placements, F. B. Wilde, presi- 
dent Connecticut General Life; invest- 
ment research, F. W. Ecker, financial 
vice-president Metropolitan Life; mem- 
bership, J. H. Oden, president North 
American Reassurance; nominating, R. 
G. Stagg, president Northwestern Na- 
tional Life; program, Richard B. Evans, 
president Colonial Life; public informa- 
tion, W. T. Grant, chairman Business 
Men’s Assurance; Washington repre- 
sentation, G. S. Nollen, chairman Bank- 
ers Life of Iowa. 


Says That Producers Want 
Harrington Reappointed 


BOSTON — At the banquet of the 
eastern agents’ conference of National 

ssn. of Insurance Agents, 
Chairman A. C. Wallace introduced 
Commissioner Harrington and com- 
mented that the producers of the state 
have gone on record favoring his re- 
appointment. His term expires in three 
weeks. 


Life of Virginia has been awarded the 
life and A. & H. group following the 
ClO-steel industry pattern for 1,450 em- 
ployes of Atlantic Steel at Atlanta. 





ciples: 


ance, 


8—You have an essential 
woman. 








For all men who sell Life Insurance there are five basic prin- 
1—You are not selling Death Insurance, but Life Insur- 


2—You are selling a service which is 
buyer than your compensation is to you. 


4—You are one salesman who asks his prospect to save 
money rather than spend it. 


5—Your service benefits society at large as well as the 
individual with whom you do business. 


In these basic truths, every life underwriter can find new 
grounds for confidence and enthusiasm. 


Insurance in force Feb. 


worth more to the 


message for every man and 


1, 1950-—$434,524,178 
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KAVANAUGH IRKED 
Air Force Permits 
Weak Insurers to 
Sell Servicemen 


Commissioner Kavanaugh of Colo. 
rado has made public charges that an 
air force regulation permitting the 
agents of a company licensed in any 
state to sell life insurance at any air 
force post has resulted in air force per. 
sonnel all over the country being vic. 
timized by “fly-by-night artists” repre. 
senting questionable life insurance com- 
panies. Mr. Kavanaugh specifically de. 
tailed his charges against the Lowry air 
force base in Colorado where he said 
one life insurance company not licensed 
in Colorado is writing a large amount 
of insurance. Mr. Kavanaugh main- 
tained that the total assets of this com- 
pany in 1949 were $54,000, while it had 
ordinary in force totaling more than 
$8,500,000. The commissioner pointed 
out that no life company in Colorado js 
permitted to write business unless it has 
a capital or guarantee fund of at least 
$100,000 and a surplus of at least 
$50,000. 

Mr. Kavanaugh charges that he has 
been getting the “run around” not only 
from the local base commander, but 
from the office of Air Secretary W. 
Stuart Symington in Washington. He 
refers to a letter that he received from 
one of Mr. Symington’s subordinates jn 
the following written comment to Tue 
NATIONAL UNDERWRITER: 





Commissioner Kavanaugh’s Comment 


“Tt seems strange that while the fed- 
eral trade commission and the _ post 
office department are trying to shut of 
questionable insurance, the air force 
seems to be flying in the other direc- 
tion. The letter of Colonel McClendon 
states that the air force did not wish 
to have any discrimination between com- 
panies; hence the rule. It is too bad 
that this high-minded solicitude for the 
companies does not extend to the pri- 
vates who are the victims. This rule 
applies to all air command posts in the 
United States which makes it of na- 
tional rather than of local importance,” 
Mr. Kavanaugh writes. 

The letter from Col. J. F. McClendon, 
chief of the Congressional liaison divi- 
sion of the air force, told the commis- 
sioner that the matter is under investi- 
gation and a long-run study is being 
made. “That is a lot of bosh. It 
wouldn’t take them five minutes to put 
out a regulation stopping these abuses. 
The matter has been under investigation 
for eight or nine years by these slow- 
moving generals and others. Meantime 
the boys are getting no protection and 
are being taken advantage of,” Mr. 
Kavanaugh is quoted as saying in the 
Denver “Post.” 

Mr. Kavanaugh feels that the men 
who are buying this insurance figure 
that the armed services would not per- 
mit questionable coverage to be sold on 
the post. “The unvarnished truth is 
that nobody who knows anything about 
life insurance would buy one of these 
policies,” the commissioner commented. 


On U. S. Life Board 

United States Life has elected as di- 
rectors Christian W. Korell and Wil 
liam S. Youngman, Jr. Mr. Youngman 
is president of C. V. Starr Co. and was 
formerly a partner in the Washington 


law firm of Corcoran, Youngman 
Rowe. Before that he was genera 


counsel of the federal power commis: 
sion. Mr. Korell is president of Under- 
writers Trust Co. of New York City. 


- J. Randolph Kennedy and Kenneth R. 
Mackenzie, agents of New England Mt 
tual at Detroit and Boston, respectively, 
are now life and qualifying members 0! 
the Million Dollar Round Table. 





March 1% 


Rule 
Taxal 
on Gr 


The con 
has ruled | 
ployer for 
included 1 
ployes the 
paid and 
taxes. Th 
status of p 
pension pl 
The exer 
165(a) is 
paid from 
or earning 
insurance | 
of risk. T 
ployes, but 
tax. 

The rulii 
the part of 
that had 1 
life insurar 
cases Wher 
ten unconn 
the gross | 
been subjec 
where the 
do not am 
Most grou 
ten with < 
which com 

The inte: 
6477, Says t 
level premi 
manent and 
the employ 
of his contr! 
income taxe 
for a comb 
and term, | 
group perm 
tion. 

The rulin 
and paid pi 
existing gr 
effect on or 


Pension Tru 


In anothe 
where an en 
sion trust p! 
matures the 
ceives must 
the extent 
tributable to 
at the time 
affects whol 
ment income 
sion trusts. ( 
by the benefi 
cess Over re: 
are excludab 
reau ruling 3 
the total amc 
tract on acc 
reserve at | 
years. The « 
surance prote 
included in t! 
Amounts rec 
tributable to 
death are e 
income with 
ruling means 
alive the gov 
amount of ri 
mainder will 
ficiary. 

The ruling 
lows in part: 
“All insura 
level premiun 
manent form 
paid with res 
such a form, 
butions on a 
required to be 
the employe 

Premium is p. 
“Where a p 
Provided by 1 
ona typical | 
on a typical 
the balance is 
rent term for! 
Specified in tl 
only the paid- 
(CONTI 








1950 


fed- 
post 
t off 
force 
irec- 
ndon 
wish 
com- 
bad 
- the 
pri- 
rule 
| the 
Na- 
ice,” 


don, 
divi- 
mis- 
esti- 
eing 
It 
put 
1SeS. 
ition 
low- 


- di- 
Wil- 
mat 
was 
xtor 
*“" 
eral 
mis- 
der- 


AR. 
Mu- 
rely, 
s ot 








1950 


LIFE INSURANCE EDITION 


3 





March 1%, 





Rule Premiums 
Jaxable to Employe 
on Group Permanent 


The commissioner of internal revenue 
has ruled that premiums paid by an em- 
ployer for group permanent must be 
included in the gross income of em- 
ployes the year that the premiums are 
paid and are subject to withholding 
taxes. The ruling doesn’t change the 
status of premiums in connection with a 
pension plan paid by an employes’ trust. 
The exemption contained in section 
165(a) is continued covering amounts 
paid from contributions of the employer 
or earnings on them for current life 
insurance protection on the net amount 
of risk. This is taxable income to em- 
ployes, but not subject to withholding 


ax. 
The ruling formalizes an attitude on 
the part of the internal revenue bureau 
that had long been accepted by most 
life insurance people. There are some 
cases Where group permanent was writ- 
ten unconnected with a pension where 
the gross income of employes has_not 
been subject to withholding tax. Even 
where the ruling does apply, the taxes 
do not amount to a very sizable item. 
Most group permanent has been writ- 
ten with a trust or other coverages 
which comprise a pension. 

The internal revenue ruling, number 
6477, says that all insurance on a typical 
level premium form is considered per- 
manent and that all premiums paid for 
the employe under the form less any 
of his contributions must be included for 
income taxes. Where the plan provides 
for a combination of group permanent 
and term, only the premiums for the 
group permanent are included for taxa- 
tion. 

The ruling applies to premiums due 
and paid prior to July 1, 1950, under 
existing group permanent policies in 
effect on or before Feb. 23. 


Pension Trust Tax 


In another rule the bureau says that 
where an employe insured under a pen- 
sion trust plan dies before the contract 
matures the amount his beneficiary re- 
ceives must be included in income to 
the extent that the proceeds are at- 
tributable to the reserve on the contract 
at the time of his death. The ruling 
affects whole life, endowment, retire- 
ment income policies, etc., used in pen- 
sion trusts. Ordinarily amounts received 
by the beneficiary attributable to the ex- 
cess Over reserves at the time of death 
are excludable from gross income. Bu- 
reau ruling 3993 notes that in each case 
the total amount payable under the con- 
tract on account of death exceeds the 
reserve at least in the early contract 
years. The excess is called current in- 
surance protection and its cost must be 
included in the income of the employes. 
Amounts received by the beneficiary at- 
tributable to the excess at the time of 
death are excludable from the gross 
income with certain exceptions. The 
ruling means that while the employe is 
alive the government will tax the net 
amount of risk while at death the re- 
mainder will be taxable to the bene- 
ficiary. : 

The ruling on group permanent fol- 
lows in part: : 

“All insurance provided on a typical 
level premium form is considered a per- 
manent form and all of each premium 
paid with respect to an employe under 
such a form, less any employe contri- 
butions on account of the premium, is 
required to be included in the income of 
the employe for the year in which the 
Premium is paid. s ; 

“Where a portion of the insurance is 
provided by units of paid-up insurance 
on a typical single premium form or is 
on a typical level premium form, and 
the balance is provided on a typical cur- 
rent term form, with separate premiums 
Specified in the policy for each portion, 
only the paid-up or level premium insur- 

(CONTINUED ON PAGE 22 
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Committee for LAA Eastern Round Table Rating Specialist 





Committee members for the 1950 Eastern Round Table of Life Advertisers Assn. at 
the meeting in New York City, left to right: Seneca M. Gamble, Massachusetts Mutual; 
George Kelley, New York Life, general chairman; John Slattery, Guardian Life; Betty 


McGuckin, Presbyterian Ministers Fund; 





Wendell Buck} Manhattan Life; Charles 





New Ky. Code No 


Goes to Governor 


FRANKFORT—Kentucky - now has 
one of the “finest insurance codes in 
the nation”, Commissioner Southall de- 
clared in hailing its unanimous passage 
by both houses of the legislature as 
the “most progressive step relating to 
insurance in Kentucky in half a cen- 
tury.” 

It lacks only the signature of Gov- 
ernor Clements, its sponsor, to make it 
law, effective Sept. 1. 

It specifies higher capital requirements 
for companies, license examinations for 
new agents, gives the commissioner 
more authority in regulating all busi- 
ness, including for the first time, group 
insurance, and,makes mail order com- 
panies subject to state service in litiga- 
tion. 


Federation Speaker 


Governor Adlai Stevenson of Illinois 
has been secured as the speaker for the 
annual luncheon meeting of Insurance 
Federation of Illinois at the Palmer 
House, Chicago April 28. He will be 
introduced by Insurance Director Her- 
shey of that state. Harry H. Fuller, 
deputy U. S. manager of Zurich and 
chairman of the executive committee 
of the federation, has been appointed 
chairman of the comittee on arrange- 
ments by L. D. Cavanaugh of Federal 
Life, the president. 





The American Pension Conference 
will hold a dinner meeting March 23 in 
New York City. The speaker will be 
Geoffrey Calvert of Alexander & Alex- 
ander. He will discuss criteria for de- 
termining levels of pension funding. 
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Family of Doctors 


Agency in Philadelphia, was selling Retirement In- 
come insurance to a client who was a surgeon, and had 
a father and two brothers who were doctors. When the 
underwriter came to deliver the contract, the ‘surgeon 


The underwriter asked if he might tell him the story 
of a doctor he had met recently, a doctor who, now 68 
years old, had had a successful practice for many years 
and invested surplus money in real estate, building and 
loan, and many other ventures that seemed conserva- 
tive. But at age 68 this doctor said that even though he 
had made a great deal of money he was now in a posi- 
tion where he had to leave his home in the middle of the 
night to earn a $3 fee —he needed the money. 


number of men in the profession. Says Mr. Gorodesky: 
“I then told him the man of whom I was speaking was 


weeks before.” The surgeon gave his check for the first 
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Named N.A.I.C. 
Headquarters Chief 


Hugh L. Tollack 
of Minnesota Is 
Compromise Selection 


Hugh L. Tollack is the choice for the 
new assistant secretary of National 
Assn. of Insurance Commissioners, to be 
in charge of the headquarters office that 
is being set up in the State Office build- 
ing at 160 North La Salle street, Chi- 
cago. 

For a year or more, he has been man- 
ager of the rating division of the Min- 
nesota insurance department and he is 
chairman and secretary of the zone 4 
rating organization. 


Tie Is Resolved 


The selection was made by four of 
the five members of a special committee 
that were present at Chicago last Thurs- 
day interviewing candidates. He was 
not one who had been mentioned ahead 
of time as being in the running and 
hence, he was something of a dark 
horse. It is understood that the man 
that had been rumored as the one most 
likely to win the appointment lost out, 
according to gossip, because W. Ellery 
Allyn, Connecticut commissioner, the 
fifth member of the committee, was not 
present. It is understood that this man 
had the votes of Forbes of Michigan, 
president of N.A.I.C., and Hershey of 
Illinois, but not of Sullivan of Kansas, 
chairman of the executive committee 
and Leggett of Missouri. Allyn was sup- 
posed to favor him. 


McCormack a Candidate 


J. M. McCormack, former Tennessee 
commissioner, who is now doing ex- 
amining work for Mississippi, was the 
candidate of one member of the com- 
mittee. 

Mr. Tollack graduated at University 
of Wisconsin in 1928. He engaged in 
the insurance business from then until 
entering naval service in the last war. 
He was with Hardware Mutual Cas- 
ualty and later was with Hardware In- 
demnity. He pursued law studies at 
Minneapolis college of law in his off 
time and graduated there in 1939 and 
was admitted to the bar in 1942. He was 
it the navy four years, emerging as a 
commander. 

Following war service he was in 
the claim department of St. Paul-Mer- 
cury Indemnity a year and in 1948 went 
with the Minnesota insurance depart- 
ment. 


Paul Chelgren Writes on 
Farmers’ Estate Problems 


Paul Chel@en, central Minnesota 
general agemt of Mutual Trust Life, is 
the author of an extensive article in the 
March “Country Gentleman” on estate 
planning for farmers. The article points 
out that because of the increase in farm 
property values and the estate and in- 
heritance tax situation no farmer of sub- 
stantial means can solve inheritance 
problems without careful thought and 
expert counsel. Mr. Chelgren gets in a 
plug for life insurance but the article 
is much more than a life insurance sales 
talk. 





Joseph L. Kowins, Illinois Bankers 
Life general agent in Baltimore, has 
again qualified for the Million Dollar 
Round Table. 
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OHIO SURVEY SHOWS 
Manager of More 
Than 10 Loses 
Touch with Agents 


When the total number of employes 
solely responsible to an agency man- 
ager exceeds 10, the situation is apt to 
impair both the sales effectiveness of 
the agents and the working relation- 
ship between the agents and managers, 
Charles.L. Lapp of the sales manage- 
ment staff of Ohio State University, 
declared at the management confer- 
ence in Columbus. This conference was 
sponsored jointly by the university and 
general agents and managers of zone 2 
of N.A.L.U. 

Mr. Lapp drew his conclusions from 
an opinion survey conducted by the 
university among 99 agents in the first 
and second classes of the Purdue Mar- 
keting Institute. There were 22 of these 
agents who stated they would give 
serious consideration to joining a union 
and Mr. Lapp noted that in each of 
these cases their agency manager was 
responsible for 10 or more salesmen. 
There were 80% of the agents in the 
survey who have been in the life busi- 





ness less than three years and 96% 


were less than 36 years old. 

Mr. Lapp noted that 54% of these 
agents believed that an _ increased 
amount of assistance from their man- 
agers in the area of continued training, 
control of selling and motivation would 
increase their sales effectiveness. Some 
33 out of the 99 stated that they didn’t 
feel their superior always gave them 
help when they asked for it. There were 
58 agents who felt that their superiors 
spent less than three hours a week in 
assisting them and 41 opined that the 
time devoted to them by their agency 
manager was not enough. 

The agents were not entirely satisfied 
with their present working conditions 
as 41 agents felt their present method 
of compensaion had some bad features. 
Out of the 99 queried 49 felt they were 
not always provided adeqyate sales aids. 
Most of those questioned were reason- 
ably well satisfied with the company for 
which they worked but 26 stated they 
would just as soon sell for some other 
company. There were 31 who did not 
feel their opportunity with their present 
company was particularly good. 

The charge that their superiors some- 
times played favorites was made by 58 
of the agents and 55 did not feel that 
their superiors always administered dis- 
cipline properly. Insufficient considera- 
tion to personal problems on the part 
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‘TO SECURITY 


A Key to Success 


Equitable of lowa 
Field Underwriters 


Equitable Life of Iowa’s field underwriters have 
enthusiastically endorsed the Key to Security, the 
Company’s new and simplified method of life 
insurance programming. With a professional ap- 
proach that is easy to understand, the Key to 
Security clearly defines the prospect’s life in- 
surance program requirements and graphically 
portrays the solution to his estate problems. 


This new method of programming is consistently 
demonstrating its effectiveness as an aid to career 
life underwriting for Equitable of Iowa field men. 


A three months survey indicates: 


© Highly satisfactory results from the new Key 
to Security direct mail approach. 
@ A better than average ratio of sales per in- 


@ 547 Key to Security sales totaling $7,113,543. 
@ An average size policy of more than $13,000. 


Thoge are four excellent reasons why Equitable 
of Iowa field underwriters know that the Key to 
Security is their Key to Success. 


EQUITABLE 
of IOWA 


OVER ONE BILLION LIFE INSURANCE IN FORCE 


for 


Des Moines 








of the manager was charged by 38 
agents and 31 felt that their superiors 
did not always keep promises made. 

Mr. Lapp said that these findings 
indicated to him that each agency man- 
ager should consider individual man- 
power development his major job. 

The salesman has only about 2,000 
hours to work in a year and a major 
factor in his success is how he uses 
these hours, James H. Davis, assistant 
professor of marketing at Ohio State, 
declared. There is one-fourth of this 
time taken up by travel time, he said, 
and much of this travel time is unneces- 
sary because of haphazard routing. 

Mr. Davis said that too infrequently 
there is little relationship between the 
amount of time spent on a prospect and 
his buying potential. The good salesman 
wastes far less time than does the poor 





The general agents and managers meet- 
ing whith was to be held in Dayton on 
May 11 in conjunction with the annual 
convention of Ohio Assn. of Life Under- 
writers has been canceled. The Columbus 
meeting just concluded is to be the only 
such meeting held in the state this spring. 





salesman in the presence of a buyer, he 
said, and consequently the good sales- 
man has more time for actual selling. 
“The professional salesman ap- 
proaches the buyer not as a suppliant 
seeking a boon, but as an equal, as one 


‘who offers full value of product and 


service for his customer’s dollar,” Rob- 
ert S. Wilson, vice-president and sales 
manager of Goodyear Tire & Rubber, 
told his hearers. ‘The professional 
salesman is a salesman because that’s 
what he wants to be more than any- 
thing else in the world. Because he is 
genuinely interested in his work, he 
wants to be good at it. He studies and 
practices, always seeking to improve his 
technique and his value to his cus- 
tomers,” Mr. Wilson declared. 


A. C. Hickmott Becomes 
Hartford Bank Officer 


Allerton C. Hickmott, a _ vice-presi- 
dent of Connecticut General, has been 
elected a vice-president of the State 
Savings Bank of Hartford. He is a 
graduate of Dartmouth. He joined Con- 
necticut General’s financial department 
in 1917. 


Two New N. Y. Forms 


Two additional advisory policy forms 
for use with the New York disability 
benefits law have been approved by the 
New York department. They are de- 
signed for use as endorsements to the 
standard workmen’s compensation pol- 
icy. Form E is intended for companies 
which want to handle disability benefits 
in their compensation insurance depart- 
ments and form G is adapted to the 
needs of those which write the coverage 
in conjunction with compensation poli- 





cies. but handle the business adminis- 
tratively through their group depart- 
ments. 





Home Life recently appointed Edward 
F. Moran assistant secretary and Francis I. 
Gallagher policy planning manager. 


Mr. 





E. F. Moran F. I. Gallagher 


Moran has been with the company since 
1929 and a policy loan supervisor since 
1942. Mr. Gallagher joined the actuarial 
department in 1927, becoming policy plan- 
ning manager in 1947, 


C. F. Williams Now. 
W. & §. Chairman: 
Son Elected President 


CINCINNATI — Charles F. Wi. 
liams, president of Western & Southerp 
Life since 1931, and with the company 
since its founding in 1888, has_ been 





Cc. M. 


Williams Cc. F. Williams 


elected chairman. He is succeeded as 
president by his eldest son, Charles M, 
Williams, who has been executive vice- 
president for the past 10 years. The 
elder Mr. Williams was vice-president 
and general counsel for many years up 
to the death of his brother, W. J. Wil. 
liams. Charles M. Williams is a grad- 
uate of Georgetown University and 
started with the company on a debit. 


K. C. Life Names Lindquist 


Kansas City Life has appointed Ar- 
thur Lindquist general agent for Mon- 
tana at Great Falls. Mr. Lindquist be- 
gan with Occidental of California. He 
then served in the field artillery. After 
his return he became assistant manager 
for Occidental. 





Revise N. Y. Inheritance Tax 


The New York state legislature has 
passed and sent to the governor a bill 
to revise the state inheritance tax law 
by adopting the community property 
principle. The revision will exempt from 
taxes one-half of the estate if it passes 
to a surviving spouse with the re- 
mainder taxable at the survivor's death, 
The revision will save the surviving 
spouse an estimated 29% of the tax 
paid under the present law. 





Knowing Prospect'’s 
Business Pays Off 





John Woodin, agent for Acacia 
Mutual at Milwaukee, made good 
use of the knowledge he gained as 
wholesale meat salesman, when he 
sold a policy to Ray Karnel, a Mil- 
waukee butcher. The deal hinged on 
whether the busy butcher could find 
time for a physical examination. Mr. 
Woodin solved the matter by tak- 
ing over for the butcher in the meat 
market long enough for his client 
to pass the exam. Mr. Woodin not 
only sold the policy, he sold $40 
worth of meat for Mr. Karnel dur- 
ing his tenure of office. 


In Wichita Post 








H. W. Harper, who 
has opened an 
agency for Berkshire 
Life at Wichita, was 
with New England 
Mutual there for 10 
years. 
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1949 BEST YEAR IN 
JEFFERSON STANDARD HISTORY 


Team work scores again — in the Field — in 72 Branch 
Offices — in the Home Office — all pulling together, 
Jeffersonians produced the 1949 achievement — high- 


lighted here. 


Men like to work with Jefferson Standard because 
Jefferson Standard offers Personalized Service—Train- 
ing Opportunities—Retirement Benefits—to name a few 
of many features of the Jefferson Standard Contract. 


Congratulations to the entire "Team" for 1949 


records. 


HIGHLIGHTS 1949 


EXCELLENT EARNINGS ON INVEST- 
MENTS: For thirteen consecutive 
years Jefferson Standard leads all 
major life insurance companies in 
rate of interest earned on invested 
assets. 


HIGHEST RATE OF INTEREST PAID: 
In 1949 4% interest was paid on 
funds held in trust. Since organiza- 
tion in 1907 Jefferson Standard has 
not paid less than 4%. 


STRONG FINANCIAL POSITION: 
Assets increased $21,600,000 — now 
amount to $242,758,227. 


NEW SALES LARGEST IN HISTORY: 
Sales of new insurance totaled 
$123,311,256, a new company rec- 


ord—an average of over $10 million 
a month. 


LIFE INSURANCE IN FORCE: At the 
close of 1949, the company had 
$894,202,998 insurance in force, a 
net gain of over $73 million for the 
year. 


BENEFITS PAID: $11,209,415 paid 
to policyowners and beneficiaries in 
1949. Total payments since organ- 
ization—$ 188, 194,568. 


BILLION BOUND: Having passed 
the $900 million mark on February 
15, 1950, Jefferson Standard's field 
force is now working toward its new 
objective—one billion dollars in- 
surance in force. 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


Ralph C. Price, President © Greensboro, North Carolina 





43RD ANNUAL 
STATEMENT 
December 31, 1949 





ASSETS 
Cash. . « «© « « « § F,197,285 
United States Government 
Bonds lit Pia lee 38,414,931 
All Other Bonds . 32,276,951 
Stocks . . 21,949,741 
Listed securities are carried 
at market, cost, or call 
‘ price, whichever is lowest. 
First Mortgage Loans 105,206,202 
Real Estate . 11,005,443 
Loans to Our 
Policyholders 15,973,522 
Secured by the cash values 
of policies. 
Investment Income in 
Course of Collection . 1,588,493 
Premiums in Course 
of Collection 5,791,133 
All Other Assets . 3,354,526 
Total Assets . - $242,758,227 


LIABILITIES 


Policy Reserves - $179,365,384 
A fund which with future 
premiums’~ and interest 
earnings provides for the 
payment of policy obliga- 
tions as they fall due. 


Reserve for Policy 


Claims . 


Claims incurred in 1949 but 
completed papers not re- 
ceived by December 31, 1949. 


1,073,217 


Reserve for Taxes 966,545 


Premiums and Interest 
Paid in Advance 

Policy Proceeds Left 
with Company . 


Dividends for 
Policyholders 


5,109,236 


20,391,017 


2,647,689 


Policy Revaluation 


Reserve . 2,496,951 


Reserve for All 


Other Liabilities 1,708,188 





Liabilities 


Contingency 

Reserve $ 3,000,000 
Capital 10,000,000 
Surplus Un- 

assigned 16,000,000 


Total Surplus Funds for 
Additional Protection 
of Policyholders 


- $213,758,227 


29,000,000 





Total . . . « « $242,758,227 
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Ratio of Lapses and Surrenders for N.Y. 


Admitted Companies Goes Down to 2.81 is 


Company 
Aetna 
Amalgamated 
Bankers, la. 


Bankers’ Secur... 
RIOTMOMITE 22s ccee 
Canada (U.S.Br.) 


Church 
Colonial 


Columbian Natl.. 
Life.. 


Companion 
Confed. 
Conn. Gen 

Conn, Mut. 

Continental 
Cont, Assur. 
Credit Life 

Eastern 
Empire State 
Equitable, Ia. 
Equitable Soc. 
Expressmen’'s 
Farm Bureau 
Farm & Traders. 
Federal L. & C. 


Fidelity Mutual .. 


Guardian 
Home, N. os ere 
Imperial (U. 
John Hancock 

Loyal Protect. 

Lutheran Mut. . 
Manhattan 
Mass. Mut. 


(U.S. Br.) 


Am... 





S8.Br.) Not Filed. by 


“Not Filed by 
3,829,291 
43,846,415 


Amount Amount Total L. &S. L.&S 
Surrenders Lapses L. & S.  °49 % °48 
43,782,525 83,647,677 87 § 


500 10,500 















10,26 28,292,104 
564, Talli tenet 
4,331,990 7,019,479 
3,635,649 4,089,057 
Yot Filed by March 3 
1,619,4 7,015,861 8,635,353 7.64 7.83 
4,069, 6,659,866 10,729,689 3.92 3.93 
ee 39,000 39,000 ae 
814,783 1,440,509 2,255,292 5.60 
31,510,999 47,888,167 79,399,166 5.30 
32,902,875 27,128,965 60,031,840 3.29 
4,032,701 4,2 8,265,929 3.82 
5,999,767 36, 42,792,297 7.76 
371,718 519,840 891,558 2,49 3.21 
280,535 1,443,445 1,723,980 7.87 10.14 
9,204,826 20,781,080 29,985,906 3.06 3.06 
68,591,791 116,843,462 185,435,253 2.64 2.46 
“Not Filed by March 3 ae 3.61 
. 1,844,739 19,341,861 21,186,600 8.64 
852 97 2,962,159 3,815,130 3.62 
1,635,445 1,922,966 10.67 
10,910,531 19,190,314 2 
9,818,037 19,273,054 
8,210,220 15,163,785 
March 3 ae 
87,773,506 162,934,576 250,708,082 4.58 
165,733 1,541,311 1,707,044 9.08 


March 3 
9,449,124 


13,278,415 6.37 
23,023,138 . 


66,869,553 












| Company 
| Metropolitan 


Monarch 


Mutual, N. 
| Mutual 
| Mut. 
| Mutual 


Can. 


National, 

New Eng. 
New York 
North Am 


Benefit 


(U.S.) 
Trust 


vt. 


Northwestern 


Old Reput 
Paul Reve 


rlic 


een 
Penn Mut. 


Phoenix Mut. 


Postal 
Provident 
Prudential 


Security Mut. 


State Mut. 


Teachers 
Travelers 
Union 
Union Lat 
Union Mu 


U. 8S. Life 
Victory M 
Totals, 
Totals, 
Totals, 
Totals, 


Central 


0r 


pee 
United Mut. 


ut. 

1949 
1948 
1947 
1946 


Mut... 
Lite...» 
er. Re.. 





Amount Amount ae L.&S. L. W&S. 
Surrenders Lapses L. Ss. % o> °4N 
222,395,711 136,125,964  3538,5 21, 675 > a. 1.61 

1,112,570 8,506,020 518,596 8. 8.31 

46,268,949 70,376,406 2. 2.60 
38, aivees 12,008,910 1.8 1.64 
144,255 a. 2.45 
5,266, 970 3. 4.47 
12,382,274 2. 2.29 
40,378,649 2. 2.0 


87,491,012 
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BANKERS LIFE 
of NEBRASKA 


bua Mfdaal Company 


On January 1, 1950 Bankers Life of 
Nebraska began operation as a Mutual 
Company thus completing the Mutualiza- 


tion plan begun in January, 1941. 


We believe that as a Mutual Company, 
building upon the strong foundation of 
sound and progressive growth during our 
sixty-three year history, this Company will 
take an increasingly important part in the 
promotion and distribution of the benefits 
of life insurance to the American public. 


HOME OFFICE—LINCOLN 
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869,059,660 1,556,295,912 2 ,582 (1947) 








052,359 1,079,380,683 1,801,892,515 2.15(1946) 


ALBANY—The aggregate ratio of 
surrenders and lapses to insurance in 
force, which has been moving upward 
in the last few years, receded a little in 
the ordinary field in 1949. For com- 
panies doing business in New York state, 
the lapse-surrender total was 2.81% of 
the business in force at the Setanhan of 


the year, as against 2.945% for 1948, 
2.59% for 1947, 2.15% for 1946, and 


1.56% for 1945. 

The figures exclude group as well as 
industrial. 

With such a slight improvement over 
the previous year, it is not surprising 
that there is nothing like a standard pat- 
tern observable in the comparative ex- 
perience of individual companies for the 
two years, except that whether individ- 
ual companies showed an increase or 
decrease in ratio the change, percent- 
age-wise, was small. 

Some of the biggest companies showed 
increases and some others showed de- 
creases and the same could be said for 
the medium-sized and the smaller com- 
panies. 


| No Allowance for Growth Pattern 


One thing that has to be borne in 
mind in looking at a company lapse sur- 
render ratio computed as a percentage 
of insurance in force at the beginning 
of the year is that it makes no allow- 
ance for the growth pattern of a com- 
pany. A company that has been grow- 
ing rapidly in recent years will show a 
favorable lapse-surrender _ ratio, 
than a com- 
pany that is not growing so fast, be- 
cause it has relatively more business ex- 
posed to lapse and very likely to sur- 
renders, as well. 

The aggregate 
alone in 1949 was 1.214% as 
1.089% in 1948. For lapses, it was 
1.596% as against 1.856% in 1948. Thus, 
the surrender ratio, by itself, showed an 
increase in 1949 just as 1948 did over 
the 1947 figure, which was 0.946%. 

The lapse ratio for 1948 on the other 
hand, showed an improvement over 1948 
and was even better than the 1.6% fig- 
ure of 1947. 


less 


surrenders 
against 


ratio for 


Prudential Promotes Two 


George S. Bryan has been promoted 
to associate manager of the agency of 
Prudential in Albuquerque. He joined 
Prudential as a special agent in Albu- 
querque in 1936, became agency assist- 
ant in 1942, and assistant manager in 
1946. Prior to joining Prudential, Mr. 
Bryan represented Pacific Mutual in 
Albuquerque for 13 years. He was in 
the army. 

Edward C. Carlson has been promot- 
ed to assistant manager in Spokane. Mr. 
Carlson ‘joined Prudential in Spokane 
in 1945 following air force service. 





TO HEAR O’TOOLE 

List Speakers 
for LLAMA Small 
Companies Meet 


Raymond J. W. O'Toole of the map- 





agement consulting firm of O'Toole 
Associates, New York City, ‘will be 


one of the principal speakers at the 
small companies spring’ conference of 
the L.L.A.M.A., March 20-22 in Chicago, 

Frederick D. Russell, president 0; 
Security Mutual of Binghamton, and 
Frank P. Samford, president of Liberty 
National, will appear on the program, 
Sam E. Miles, L.I.A.M.A. president 
and vice-president of Provident Life & 
Accident, will present a- presidential 
message. W. H. Trentman, chairman 
of the small companies committee and 
executive vice-president of Occidental 
Life of North Carolina, will preside, 

Theme will be “Supervision” and Mr. 
O’Toole’s address is titled “Records for 
Supervision” and will be given Tuesday 
morning. Mr. Russell will also be heard 
Tuesday, as the leader of a forum dis- 
cussion on financial supervision. Mr. 
Samford will be the featured speaker at 
the closing luncheon Wednesday. 


L.I.A.M.A. Men to Be Heard 

Speakers from the L.I.A.M.A. staff 
include John Marshall Holcombe, Jr, 
managing director, who will discuss 
“The Personal Element in Supervision,” 
Wednesday morning; Lewis W. §. 
Chapman, director of company relations, 
who will conduct a “hot idea” forum 
Tuesday; Dr. S. Rains Wallace, Jr., di- 
rector of research, who will report on 
recent research findings on Wednesday 
and Laurence §S. Morrison, research 
consultant, who will discuss costs as 
they apply particularly to small con- 
panies. Mr. Morrison will speak Tues- 
day afternoon. 

Other speakers are, on Monday: Ralph 
R. Lounsbury, president of Bankers Na- 
tional; Roger Bourland, director of ordi- 
nary agencies Liberty Life of Green- 
ville; Frank Whitbeck, vice-president 
Union Life; Frederic M. Peirce, of 
L.I.A.M.A. Clyde J. Summerhays, di- 
rector of agencies Beneficial Life, will 
preside Monday afternoon; E. A. Frer- 
ichs, Security Mutual of Nebraska, will 
preside Tuesday morning. 


Life Companies Stock 
Holdings Hit New High 


expansion of corporate stock 
of life companies continued in 
January, when their purchases totaled 
$54 million, higher than in any month 
last year, according to the Institute of 
Life Insurance. 

Total holdings rose to a new high of 
$1,678,000,000, representing 2.8% of to- 
tal assets, the highest ratio since 1910. 
Holdiings are now twice what they were 
five years ago and three times what 
they were before the war. 

About three-fourths of the stocks held 
by life companies are preferred. Invest- 
ments in securities and mortgages were 
$525 million, down $20 million. Mort- 
gages accounted for $270 million and 
were up 2%, a high rate reflecting the 
continued heavy building of new homes. 
Corporate bonds purchases were $110 
million, down almost one-half. Govern- 
ment securities purchased were $66 mil- 
lion, as against $47 million. 

Total assets of life companies were 
$59,781,000,000, an increase of $501 mil- 
lion. 


Steady 
holdings 


New England Raises Five 


New England Mutual has promoted 
William H. Mowat, Anne M. McCar- 
thy and James B. McIntosh to security 
analysts in the investment department. 
Frank M. Elwell, Jr., who has been ex- 
pediter, becomes manager of the new 
expediting department. Kenneth B. 
Goetchius has been made office mat- 
ager of the actuarial department. 
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LIFE 


e “Gimmick-minded” prospects are intrigued by 
the quick answers this ingenious “slide-rule” enables 
you to give about income yields for them or their 
heirs. 


e This zew Life Insurance Calculator, in leatherette- 
embossed envelope, is the only thing of its kind on 
the market . . . can be used on any case. . . old policies 
as well as new. It comes with complete instructions 
for use in the interview and also for saving the office 
labor involved in preparing most programs. 


e There are scales on the front of the rule for “Life 
—10 Years Certain” and “Life—20 Years Certain” for 
both male and female lives and for the Fixed Amount 
and the Fixed Period Income Options. These scales 
show all values in policies based on 2%, 244%, 22%, 
3%, and 314% interest. 


e Data on the back of the mew Calculator includes 
Cash Values at age 65 for policies issued from age 
15 to age 55 on the American Experience reserve and 
also those on the new Commissioners Standard Or- 
dinary (CSO) Table now in use by practically all 
companies. The rule shows “Net Level Premium 


INSURANCE 





CALCULATOR 


Reserves” based on 2%, 2'4%, and 3% .. . as well, 
as ‘Minimum Cash Values” at 2'4%, and 3%. 


e On the back of the new Life Insurance Calculator 
are the monthly installments per thousand dollars 
of National Service Life Insurance, from ages 25 
to 50 of the beneficiaries. 


e Brought up-to-date to cover today’s new insurance 
bases and interest rates, this Calculator has been 
proved by over 10 years use to be a simple mechan- 
ical device to solve the problems you face in almost 


every interview. 





ere Taree ee $1.50 
ON os occ ec ee enews 1.40 

10 Rules, each .................. 1.35 
29 Belem One 2. fo.0% 2d. dee. dd 1.30 
50 Rules, each .................. 1.25 
100 Rules, each .................. 1.20 
250 Rules, each .................. 1.10 
500 Rules, each .................. 1.00 
1,000 Rules or more, each .......... .90 
Please attach check on orders for less than 
$5.00. Ohio subscribers: add 3% Sales Tax. 
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INTERTYPE SETS PRECEDENT 


UAW Wins Joint 
Administration, 6 
Cent Minimum 


A pension agreement between UAW 
and the Intertype Corp., manufacturers 
of printing machines at Brooklyn, estab- 
lishes for the first time a UAW pension 
with joint administration and for the 
first time a minimum payment require- 
ment by the company, in this case 6 
cents an hour. The agreement may 
herald a compromise settlement of the 
six-week old Chrysler strike in which 
Chrysler workers are demanding joint 
administration and that the company 
undertake to pay at least 834 cents an 
hour. Chrysler wants to confine itself 
to a pledge to pay $100 monthly pen- 
sions to 289,000 eligible workers with- 
out committing itself to any specific 
hourly contribution. In the Intertype 
agreement on 1,000 employes, the com- 
pany guarantees a minimum pension of 
$100 including social security to work- 
ers with 30 vears of continuous service. 
Retirement is optional at 65 and the 
worker is required to retire at 68 unless 
the employer desires him to stay. 
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It is provided in the Intertype agree- 
ment that any liberalization of social 
security or establishment of other gov- 
ernment benefits will not raise the $100 
minimum guarantee, but importantly, 
the company would not be permitted to 
cut its contribution to the pension fund 
below 6 cents an hour regardless of 
social security raises. 

Walter P. Reuther, UAW president. 
meanwhile in an announcement to strik- 
ing Chrysler workers which dovetailed 
with the Intertype agreement stated 
that the union is aiming for $200 a 
month pensions in 10 years. He said 
that part of the increase will come from 
higher social security benefits, but that 
as the companies pay less and less com- 
paratively, the union will get more and 
more tacked onto the $100. 

The first move of the union to build 
up to the $200 pension figure was a 
demand by the union of General Motors 
for $125 a month retirement, including 
social security. The General Motors 
contract expires May 29. Nash-Kel- 
vinator is reported to have agreed to 
a $100 pension. 


Three on Southland Board 


Southland Life has elected W._L. 
Candler, Ben H. Carpenter, R. L. Dil- 


jlard, Jr., all of Dallas, as directors. 





Knocks 








Opportunity 


more than once 


There are many doors upon which 
opportunity knocks in the rapidly 


growing Crown Life organization. 


Ask our Agency Department about | 


opportunities for you. 


 ifty Yoars of Constant Growth 
CROWN LIFE 


1900 INSURANCE COMPANY 


HOME OFFICE, TORONTO, CANADA 


The Crown Life is now licensed to operate in Alaska, Arizona, 
California, Hawaii, Idaho, Indiana, Louisiana, Michigan, Minne- 
sota, Missouri, New Jersey, New Mexico, North Dakota, Ohio. 
Puerto Rico, Texas, Virgin Islands, Washington. 
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Ellis to Mass. Mutual 
Home Office: Copeland 
Succeeds Him at Syracuse 


Douglass N. Ellis, Massachusetts Mu- 
tual general agent in Syracuse, has been 
appointed assistant superintendent of 
agencies effective April 15. He will be 
succeeded at Syracuse by Harry C. 





Ellis 


D. N. H. C. Copeland, Jr. 


Copeland, Jr., one of the company’s 
leading agents there. 

Mr. Ellis, a former treasurer of the 
C.L.U. chapter at Springfield, Mass., 
joined the Massachusetts Mutual agency 
there in 1933 as cashier, later becoming 
an agent and averaging annual sales of 
$300,000. In 1946 he was appointed an 
agency assistant in the home office and 
the following year succeeded William 
R. Robertson as general agent at Syra- 
cuse. He studied abroad in the Scan- 
dinavian countries as an exchange stu- 
dent following his graduation from high 
school. He was employed by Dun & 
Bradstreet prior to entering insurance. 

Mr. Copeland, a 1950 member of the 
Million Dollar Round Table has been 
with Massachusetts Mutual four years 
and has been district agent located 
in Ithaca. He is a former vice-president 
and secretary-treasurer of the Ithaca 
Life Underwriters Assn. and was a di- 
rector of the New York State Junior 
Chamber of Commerce in 1948. He is 
an army veteran. 


Supervisors Hear Talk 
On Brokerage Business 


Some of the experiences and _ tech- 
niques he has developed during his ca- 
reer in the life brokerage business were 
outlined by William Smerling, Connect- 
icut General, New York City, in his talk 
before the March luncheon of the New 
York City Life Supervisors Assn. 

Development of brokerage business 
is a special technique, he said, and there 
is no literature to direct the new man 
in the field. Brokerage supervisors must 
be developed directly by experienced 
men. 

He urged supervisors to develop a 
clientele of first line brokers and said 
that there is always a big field for new 
business development because there is 
such a large turnover in the brokerage 
business. Mr. Smerling said that 90% 
of the business of his agency, which 
produces about $8 million a year, comes 
trom brokers he did not know when he 
opened his agency six years ago. The 
best source of new brokers are brokers 
who are already in contact with the 
agency. He recommends special agents 
or general agents of fire and casualty 
companies, and adjusters, as sources 
of new brokerage contacts. 

Service is the key to success in the 
field and it must be given in the extreme 
or an agency risks losing its clients to 
competitors, he said. He said he likes 
to have brokers leaning on his agency 
for advice and information. When they 
stop doing that they are either going to 
another agency or out on their own and 
he loses the business, he said. 





N.A.ILC. Life Meeting 


The life committee of National Assn. 
of Insurance Commissioners that is 
headed by Harrington of Massachusetts 
has scheduled a meeting for New York 
April 24. 





U. S. Supreme 
Court Provides 
Suspense Again 


Those interested in the major prob- 
lems of supervision of insurance are ex. 
pressing the greatest interest in what js 
becoming a long awaited decision of the 
U. S. Supreme Court in the Virginia case 
involving Travelers Health of Omaha. 
This case was argued early in Novem. 
ber and the Supreme Court has handed 
down decisions already that were argued 
considerably later than that. The 
lawyers opine that the Travelers Health 
case may be causing an important scrap 
in the court. The case could have a very 
profound effect on the future of state 
regulation of insurance. Each week for 
the past month or so the lawyers have 
been expecting the decision to be handed 
down and as each week passes with 
silence in that connection, the curiosity 
of those interested becomes even 
sharper. 





Zone 6 Seeks Change 
in Examination Manual 


Zone 6 insurance commissioners at 
their closed executive session at San 
Francisco decided to recommend to the 
N.A.I.C. examination committee _ that 
present examination manual be amend- 
ed. The recommendation is that the 
manual be so amended as to clarify re- 
ports of convention examiners so that 
changes in an examined company’s con- 
dition or method of operation between 
the start of the examination and the 
date that it and the report are completed 
can be presented to bring out these 
changes more definitely. Such an 
amendment, if adopted by N.A.L.C., 
would eliminate the present use of foot- 
notes in the report. 

The zone 6 commissioners feel that 
footnoting is inadequate. Commissioners 
who attended the conference were Sul- 
livan of Washington, chairman; Dono- 
van, Nevada; Downey, California; 
Holmes, Montana; Hubbard, Idaho; 
Taylor, Oregon; Terry, Utah; Deputy 
Harry Nason, Arizona, and S. Gundel- 
finger, retired head of the California bu- 
reau of financial analysis representing 
Hawaii. 





House Committee Hears 
Veterans on NSLI Changes 


WASHINGTON — A house veterans 
affairs subcommittee heard representa- 
tives of four veterans’ organizations 
Tuesday and Wednesday testify in favor 
of house bills 5331, 5574, 6560, to amend 
the National Service Life law. Assistant 
Veterans Administrator Breining was 
scheduled to follow them. 

These bills liberalize NSLI with re- 
spect to reinstatement, total disability, 
waiver, gratuitous insurance, applica- 
tion of refund premiums and dividends 
to keep insurance in force; payment of 
proceeds to insured’s estate where bene- 
ficiary has died, and doubling total and 
permanent disabled benefits from $5 to 
$10 per month on payment of premium 
to be fixed by VA. 


Start Geriatrics Study 


New York State with the cooperation 
of the United States Public Health 
Service, the University of Buffalo and 
the medical profession in that area will 
open this spring the first state-financed 
hospital in the country to study the dis- 
eases of old age. Governor Dewey 35 
submitting to the legislature a request 
in his budget to cover the operation 0! 
the hospital and its geriatrics program. 
Life companies have been showing af 
increased interest in geriatrics and its 
various phases. 





G. H. Sawyer, assistant superintendent 
of agencies of Pan-American Life, spent 
a week or more at Oklahoma City, guest 
of the Oklahoma agency. 
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Summarize Figures 
of 6 More Companies 


AMERICAN NATIONAL 


American National’s insurance in force 
at Dec. 31 was $2,049,188,051, up $244,- 
935,035. Assets are $300,021,072, up 
$50,945,513. The company has $74, 741, 
462 in U. S. government bonds and $84,- 
307,355 in other bonds; $48,348,881 in 
mortgages ; $50,050,795 in stocks and 

$7,480,237 in policy ‘loans. Cash is $22.- 
239, 633. 

Policyholders surplus, including con- 
tingency funds, is $37,265,457. The} 
company has $114 in assets for each $100 | 
of liability. Benefit payments in 1949 | 
were $13,631,514. 


GENERAL AMERICAN | 


Benefit payments of General Ameri- | 
can in 1949 were $17,103,981, of which 
56% represented death claims. Assets 
increased to $177,565,965 as against 
$170,522,826 a year earlier. Surplus is 
$4,006,855 as against $3,294,322. Major 
asset items are $75,980,418 in cash and 
bonds of which $51,395,407 are U. S. 
governments, $35,349,878 in mortgages; 
$39,366,387 in FHA loans; and $7, 389,- 
976 in loans guaranteed by the veterans’ 
administration. Sales of ordinary were 
only slightly under the 1948 record and 
represent a 90% gain over 1941. The 
rey also wrote substantial amounts 

A. & H. and group life, group A. & H. 
‘hospitalization. 


ILLINOIS BANKERS 

Illinois Bankers Life closed 1949 with 
$126,435,319 of life insurance in force, 
up $3,130,087 A. & H. premiums reached 
a new high of $1,300,644, a gain of more 
than $215,000. Benefit payments were 
$2,562,033. Assets are $31,433,902, up $5 
million in the past decade. Policyhold- 
ers surplus is $1,919,245. There is a con- 
tingency reserve of $300,000. 


PACIFIC MUTUAL LIFE 

Pacific Mutual’s overall rate of inter- 
est earned continued the rise from 2.97% 
in 1947, 3.05% in 1948 to 3.23% in 1949. 
New business was $130,121,324 as com- 
pared with $134,658,168 in 1948. Capital 
and surplus at year’s end was $13,418,- 
839, an increase of $1,014,092 over 1948. 

Assets now total $376,777,895. Insur- 
ance in-force stands at $962,875,511. To- 
tal payments to policyholders and bene- 
ficiaries were $25,712,886. Policy and 
claim reserves totaled $341,599,697. 





PRUDENTIAL 

Assets of Prudential at Dec. 31, 1949 
were $8,325,414,7'72 as against $7,846,- 
101,629 a year earlier. Surplus is $88,- 
799,679 as against $87,786,618. Besides 
surplus there is a $354,742,787 additional 
reserve required by New Jersey law for 
mortality fluctuations or pessible depre- 
ciation of assets. This figure compares 
with $330,549,591 a year earlier. 

Asset items include mortgages, $2,- 
313,209,580; U. S. government bonds 
$2,746,639,918; Canadian governments, 
$177,952,068; other bonds and _ stocks, 
$2,359,218,226; policy loans $301,219,- 
001; real estate, including home office 
buildings, $126,923,467; cash $55,081,- 
267; interest and rents due and accrued, 
etc., $73,280,814; net premiums secured 
by policy reserves, $171,890,431. 

Total income was $1,227,941,346, of 
which $1,055,523,150 was from pre- 
miums., Benefit payments were $510,- 
460,799, in addition to which $413,286,- 
581 was credited to policyholders as 
dividends. 

Sales for 1949 were $3,153,000,000 as 
against $2,885,078,000. In-force is $31,- 
304,000,000, up $1,669,000,000. 





SOUTHLAND LIFE 


Southland Life had a 1949 increase 
of 10% in total paid business, making 





it the company’s best year. Purchase of 


XUM 


Reserve Loan Life in July added ap- 
proximately $100 million of new busi- 
ness, Southland winding up the year 
with $402,408,914 in force as against 
$275 million, while asets are $88,315,162 
as against $73 million. 


Installs Weather Signals 


Lights have been installed on the 
tower of the John Hancock home of- 
fice which will forecast the weather. 
They will be changed twice daily to in- 
dicate the weather for the next 12 hours, 
as based on official U. S. weather fore- 
casts. A steady red beam will indicate 





rain, a flashing red beam snow, a steady 
blue beam clear and a flashing blue 
beam cloudy weather. Handy wallet- 
size cards giving the code key are being 
distributed by the company and _ its 
agents. 


N. Y. Report Is Made 


The New York state joint legislative 
committee has made its annual report to 
the legislature. Its next hearing will 
probably take place during the spring 
and the subject will be discrimination. 

Action on revising section 213 of the 
law is being held in abeyance pending 


receipt of the report of the joint com- 
mittee of American Life Convention and 
Life Insurance Assn. of America. 





Nomination for FTC Spot 


WASHINGTON—President Truman 
has nominated Martin A. Hutchinson to 
succeed the late Federal Trade Commis- 
sioner Davis, who was top man on insur- 
ance matters while on the commission. 
Hutchinson is a political foe of Senator 
Byrd. He was formerly Virginia secre- 
tary of state and chairman of the state 
Democratic committee and ran unsuc- 
cessfully against Byrd for the Senate. 








CHARLES F. TAYLOR 


Mr. Taylor is our 
general agent in the 
city of Kokomo, Ind. 
(Population 33,700.) 
He has 3 associates 
in his agency unit 
who are also happy 
and prosperous. 
Here is a record 

of his earnings. 
Cash Income 

1946 ....$ 5,397.79 
1947 .... 15,640.43 
1948 .... 20,596.16 
1949 .... 17,295.96 
Total $58,930.34 


in three years and 
eleven months 
(over $1,250 per month). 





Mr. J. A. Hands, V.P. 


Thanks for the 


1-9-50 


Franklin Life Insurance Company 


Springfield, Illinois 


Dear Jim: 


Four years ago today—January 9, 1946—I signed my 
Franklin contract and I have only one regret, it should 
have been fourteen years, and today I probably would 
have all the money my wife and I would need from 


now on. 


I am very grateful to you, and to the Company for 
this opportunity, to make better than just an average 


living. 


I stayed in a rut too long and there are thousands of 
men over the country who could profit by my mistakes 
if I could only tell them the true story. 


Sincerely, 


Charles F. Taylor 





Lhe Friendly 
FRAN KILIN LIFE 


SPRINGFIELD, ILLINOIS 


CHAS. E. BECKER; PRESIDENT 


INSURANCE 
COMPANY 


DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over $775,000,000.00 insurance in force. 
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Companies § Strongly Resist 


Mass. 4% Policy Loan Plan 


By KENNETH O. FORCE 


BOSTON—Life companies strongly 
opposed reduction in the present 6% 
ceiling on policy loans before the insur- 
ance committee of the Massachusetts 
legislature here. Those who appeared 
were John Barker, Jr., general counsel 
New England Mutual; G. D. Bleicken, 
associate counsel John Hancock; Irving 
Ring of State Mutual, Russell Stobbs of 


current conditions. 


loan business, which has a high 


companies to charge 24% a year. 


duced to 5% the interest on 


policy loans, 


get 


mercial lenders in the state. Banks and 
finance companies can fit lendings to 


Also, life companies are in the small 
ex- 


pense factor. The state permits finance 


All Massachusetts companies have re- 
current 
he said, and New York is 
the only state with a ceiling lower than 
It would be a 
time 


lite. 
col- 
con- 
it 


Paul Revere, Ralph Armstrong of 6% and there it is five. 
Massachusetts Mutual and Bailey Ald- mistake to freeze the rate at a 
rich for Columbia National. of low interest yields, he warned. 

A bill introduced would make the Life insurance is a long-time under- 
rate 4% on such loans. taking. Rates are guaranteed for 

No business is more conscious or Policy loans differ from ordinary 
more solicitous of public favor than life lateral ones in that holder has 
insurance, Mr. Barker pointed out. It tractual right to obtain it, may 


understanding 
policyholders. 
firm and un- 


constantly is courting 
and cooperation § with 
Then why the companies’ 


in whole or part, he pointed out. 


relenting stand against proposals to to 31%4% on reserves, which added to 
lower the statutory rate? expense of making such loans would 
He can see no reason for singling put companies in the red. If the rate 


out ins eurers for a mandatory rate lower 


that that prescribed for other com- set up by 


{ 









GROWING PREMIUM VOLUME 
proves success of 
STERLING General Agents 
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@ If you are interested in a real opportunity 
for general agency profits—take a good look at STERLING. 

This company offers all these factors for big, rapid growth: 

@ Complete coverage—non-cancellable health and accident... 
Silver Seal Plan for medical, surgical and hospital care... 
superior income protection plans. .. new doctor bills coverage 
...every standard form of life insurance. 

® Aggressive promotion. 

@ Home Office cooperation—sales-wise help in creating and 
maintaining business. 

® Top commissions —first year and vested renewals. 

Figures on actual sales by STERLING general agencies are 
available to interested men in open territories. For complete 
information write today to: 


L. A. BRESKIN, President 
1202 Sterling Building © Chicago 11, Illinois 





STERLING INSURANCE COMPANY 





’ 
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Companies are required to earn 21% 





any time and may pay it off any time 


were less than 5%, then the protection 
non-borrowing policyholders 


| filed. 


would necessarily be invaded to make 
up the difference. Companies must main- 
tain short-term investments to meet 
demands of borrowing policyholders, he 
said. 


Bleicken’s Views 


Mr. Bleicken said Hancock loans at 
the 1948 year-end totaled 329,158 
averaging $200.25 with an average ex- 
pense on mean policy loan $2.73. 
Around 10% of Hancock policies have 
loans on them, 

His company today is barely meeting 
interest requirements. It is doing so be- 
cause it has a big surplus to invest. 
Many companies are not earning the 
interest return for which they are obli- 
gated. 

In making $5 million of policy loans 
the cost for Hancock is $93,650. To 
make a $5 million debenture issue costs 
$8,000 to $12,000, between one-sixth 
and one-fourth of 1%. Interest earned 
over the required return is diminish- 
ing to the vanishing point, he said. 





Contest Develops for 
Commissioner in N. C. 


RALEIGH, N. C.—A contest for in- 
surance commissioner in North Caro- 
lina has developed, with the filing otf 
Hoke Bostian, Liberty Mutual, 

; Greensboro, as a candidate for the Dem- 
| Ocratic nomination. 

Waldo C. Cheek, who was appointed 
| by Governor Scott last June when Wil- 
| liam P. Hodges resigned, already had 
He also is running on the Demo- 
cratic ticket. Democrats hold a com- 
manding majority in North Carolina. 
The race is for the remaining two years 
of Hodges’ term. 


Prior to his appointment, Mr. Cheek 
was a lawyer and insurance man at 
Asheboro. 


The Democratic nominee will be se- 
lected at a primary May 27. 


Bankers L. & C. Appoints 
Dr. Johnson, Leon Andre 


Bankers Life & Casualty has ap- 
pointed Dr. Russell M. Johnson medi- 
cal director and Leon Andre as head of 
its legal department. 

Dr. Johnson has been practicing medi- 
cine in Chicago since 1917. He received 
his medical degree at Rush Medical Col- 
lege and interned at Cook County Hos- 





| pital. 
| Mr. Andre, a member of the Chicago 
bar, received his B.A. and law degrees 


at University of Minnesota He served 
in the army after being in private law 
practice. 


Mass. Mutual Runs 2 Schools 


Enrollments for Massachusetts Mu- 
tual’s home office review school have 
far exceeded expectations, so there will 
be two spring sessions instead of one, 
as previously planned. The first school 
will be held May 21-26 and the second, 
June 4-9. The invitation to attend is ex- 


| tended to selected agents who have re- 


ceived indoctrination training in their 
agencies and met other requirements. 





' Noll Is Sales Manager 


| pointed Anthony F. Noll, Jr., 





has ap- 
sales man- 
group ot- 
man- 


John Hancock Mutual 
ager of the New York City gr 
fice, of which Frank Sullivan is 
ager. 


Ready for Miami Rally 


On the agenda for the meeting of 
zone 3 of National Assn. of Insurance 
Commissioners at Delano hotel, Miami 
Beach, March 30-31 are elimination of 
premium receipts by life and A. & H. 
companies; sale of credit life insurance 





and qualification of agents therefor. 
Also, insurance advertising. On _ the 
score of insurance company examina- 


tions there are questions of frequency 
of examinations, zone participation in 
examinations as provided by resolutions 
adopted by N.A.I.C. in December; in- 


trazone representation on convention 
examinations, examination procedure 
and assignment of states by zone chair. 
men. 


Plow Salaries Back 


In lieu of the $500 salary due them 
for teaching New Orleans U. 
classes, Luther Byrd, New York “Life 
Malcolm Dinwiddie, Penn Mutual and 
Frank Friedler, Home Life of New 
York, have purchased three sets of life 
insurance textbooks and presented one 
set to Loyola University, one to Tulane, 
and one set to the Chamber of Com- 
merce in the name of the New Orleans 
C.L.U. chapter for the use of students 
in C.L.U. classes. 


COMPLETE PERSONAL 





“REGISTERED POLICY PROTECTION” 


REPUBLIC NATIONAL 
LIFE INSURANCE 
COMPANY 


THEO. P. BEASLEY, President 


OALLAS, TEXAS. 














PROVIDING FAMILY SECURITY 
FOR OVER HALF A CENTURY 














"... Open Monday in Baltimore. You 
can reach me at the largest hotel... 
what? ... Where I always stay, The 
Lord Baltimore, of course!” 











March 14, 
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Resist Oiidvieinnis Intrusion into 
Field of Insurance, U. S. Chamber Urges. 


WASHINGTON—A call to business 
men to resist a trend toward govern- 
ment intrusion into the field of insur- 
ance through state insurance funds and 
other state and _ federal government 
agencies is sounded in a booklet “Busi- 
ness Support of Private Enterprise,” 
just published by the U. S. Chamber 
of Commerce. 


Citing a few of the cases in which . 


government monopolies or competitive 
fynds are already in the insurance field, 


the chamber urges business men to sup- | 


ort private insurance by patronizing 


It. , A 2 

Not only is private insurance more 
eficient, the pamphlet declares, but it 
i; cheaper in the long run. Business 


men, who can readily visualize how pri- 
vate enterprise in their own businesses 
js more efficient than government, 
sometimes fail to see that the 
principles apply to other fields of busi- 
ness. 

“The survival of the right of 
can business to self-i insure or to,insure 

in private carriers is at stake,” the 12- 
page pamphlet declares. 
lief of the Chamber of Commerce of the 
United States that this 
great and immediate importance.” 

The pamphlet was issued with the en- 
dorsement of the chamber’s directors. 
Pointing to the chamber’s basic policies 
against ~government intrusion, it says: 

“Business men of 


same | 


Ameri- | 


“Tt is the be- 


subject is of | 


the U nited States | 


should take note of the peril that threat- | 


ens them because of this attempt to 
socialize workmen’s compensation 
disability benefits program. 

“If business men are to be consistent 
in their efforts on behalf of their own 
businesses as free enterprises, they 
should not permit these plans to be en- 
croached upon or monopolized by the 
state or federal government. 


Should Support System 


“They should support the private en- 
terprise insurance system and patron- 


and 


ize it as the medium for accomplishing | 


whatever benefits are to be achieved 


through ~workmen’s compensation and 
compulsory disability insurance. 
“It normally is comparatively easy 


for a business man to picture the waste, 
ineficiency and futility of running his 
own business as a state enterprise. 

“He can see the inelasticity of bu- 
reaucracy. He can see the stagnation 
of ady ancement and = progress that 
aarises from state monopoly. He can 
see the real effect of lack of competition 
on improvement of production and serv- 
ice, 

“He can see the difference between 
administration by imaginative talent 
spurred by the incentive of the private 
enterprise system and the kind of ad- 
ministration that results from political 
expediency. 

He can 
imagination of the 


see that it is the creative 


salesman 


which | 


taught people to want his product and | 


to make it a part of their lives. 

“All this he can see 
ness, 

“At the same time he is apt to think 
that it is very well to buy government 
insurance because, perhaps, it might be 
cheaper if there were no salesman or if 
there were no advertising, or if there 
were no well-paid management. He 
might think that way about anything 
he | Uys as a service for his business. 

Very 
show the inconsistency ofthis notion. 
In practical terms, it is of vital impor- 


in his own busi- 


little thought is required to | 


tance to every private enterprise that it | 
use private enterprise for its service «in | 


Preference to government. 

“Insurance, like other phases of en- 
terprise, is highly competitive. There 
are hundreds of insurance companies 
cagerly seeking the most economic and 
effective methods of providing any kind 
Of insurance required by the American 
people, whether a voluntary purchase 
or a compulsory purchase. 


YuM 


“In the long run, benefits will be 
greater, costs will be lower, the hidden 
costs will not be left unexposed, the 
people will be better treated and hap- 


commerce that this \ eh is of great 
and immediate importance. 

“The survival of the right of Ameri- 
can business to self-insure or to insure 
in private carriers is at stake. 

“The continued existence of a free 
basis of an important segment of Amer- 
ican business is likewise at stake.” 


il 


Albert L. Neveux, Jr., assistant gen- 
eral agent for Fidelity Mutual at Wash- 
ington, has been appointed general 
agent at Richmond. He went to Wash- 
ington as a supervisor in 1941. He 
served as chairman of the veterans’ af- 
fairs committee of the local life under- 
Writers assOciation. 





pier, 
enterprise will be better protected 
against the constant inroads of those 


who would create a socialistic state. 


and the entire system of private 


“It is the belief of the chamber of 


Alex W. Lingard has been named act- 
ing secretary of 
Assn. of 
Wright secretary of Institute of Char- 
tered Life Underwriters. 


Life Underwriters 
Canada, and Miss Margaret 





How to 


BUILD A SUCCESSFUL LIFE INSURANCE AGENCY 


a highly significant contribution to current 


Life Angency Cashiers Assn. of 
troit and Windsor, at its March 23 meet- 
ing will hear Earl Motley of the organ 
sales department of the Grinnell store. 


De- 





agency building problems ... complete... valid . 
424 pages of tested management methods... 






18 Great Chapters 
Packed with Sound Ideas 


What Is My Job As An Agency Manager: 

A functional analysis of (1) the ideal man- 
ager, (2) the problems of management and (3) 
the importance of coordination. 


How to Take An Inventory of An Agency: 

The need for agency inventory and how to 
make one which can become the basis for a pro- 
gram of long and short-term building. 


Finding and Reaching New Prospective 

Agents: How to decide on the kind of new 
men you want based on the TEN FACTORS 
WHICH ARE FAVORABLE TO SUCCESS . 
Organizing for a continuous flow of prospective 
agents. 


Solutions to the Problem of Selection: 

Basic factors to consider . . . How the man- 
ager can develop the proper selection attitude... 
Constructive and efficient use of selection tests. 


Telling Your Story to the New Man: Where 

the story starts . . . How to build an ORGAN- 
IZED PRESENTATION .. . How to conduct the 
interview ... A study of problems that arise. 


How to Solve the Financing Problem: Re- 

ducing the speculative element, improving the 
investment aspects . . . SIX PATTERNS OF 
FINANCING . . . Administering the financing 
plan. 


Preliminary Information for the New Man: 

The ‘‘why'’ of preliminary information .. . 
How to build a ‘‘preliminary information”’ track 
. . . THE 17 HEADING, 100-POINT CHECK 
LIST. 


Getting the New Agent Into Production: 

Organizing (1) the trainer and (2) the new 
man... Analysis of (1) policy selling, (2) single 
need selling, (3) packages, and (4) simple pro- 
grams ... A TESTED STEP-BY-STEP FIELD 
TRAINING PROGRAM. 


Administering Basic Instruction and Train- 
ing Plans: How to set up an ADMINISTRA- 

TIVE program ... HOW TO TEACH ADULTS 
. SIX steps to be covered in discussion period 
. the out-of-town agent . . . field coaching. 


1 Programs of Continuous Instruction and 

Training: Factors governing types of con- 
tinuous instruction -_ training . . . how to build 
your own program .. . the 7 different patterns . 
advance training. 


| How to Provide Effective Supervision: 
Important distincticns to bear in mind. . . 
a master pro- 


the 6 needs filled by supervision. . . 
efficient 


gram of office and field supervision . . . 
planning. 


1 Morale, Motivation and Prestige Build- 

ing: “LET'S GET DOWN TO EARTH 
ON MORALE BUILDING” 
new polls . . . fact vs. fancy . . 
that produce leadership in management ete 
SEVEN NEGOTIABLE PRESTIGE BUILDING 
METHODS. 


. the reports of 3 
", personality traits 


] ‘The Efficient Management of the Agency 
Office: Planning your executive and office 

staff . . . how to select, hire and finance field 

supervisors . . the use of office intelligence tests 
. building an office manual. 


1 Pushing for Maximum Production: The 

case for contests . . . THE COMPLETE 
“HOW TO" OF STAGING A SUCCESSFUL 
CONTEST . . . 10 field-tested contest plans .. . 
sales promotion for buyers. 


] How to Keep Business on the Books: 
f The vital importance of high persistency 

- Case studies in terms of income . . . factors 
influencing persistency . . . definite conservation 
plans. 


1 How to Evaluate New Business: A case 
study of agency profit or loss... AN AN- 
ALYSIS OF THE 10 FACTORS WHICH AF- 
FECT AGENCY PROFIT. HOW TO EVALU- 
ATE NEW BUSINESS .. . major conclusions. 


] «How to Make Money in Agency Man- 

agement: The importance of establishing 
a personalized philosophy of agency building . . . 
a case study of a typical agency with SPECIFIC 
recommendations . . . the scientific aspects of 
agency planning. 


1 Self-Organization—The Heart of Man- 

agement: In terms of management, what 
is self-organization? . . . a 10-point program of 
self-organization . . . how to plan for agency- 
building achievements of lasting, permanent value. 


@ Obviously no one 
should undertake 
the preparation of a 
text of this nature 
who is not himself 
thoroughly seasoned 
in the work. On this 
point, Mr. Cum- 
mings speaks with 
the authority of 
success. 





O. SAM CUMMINGS 


THE AGENCY with which Mr. Cummings asso- 
ciated himself in 1922 had approximately $50 
million in force. In 1928, Mr. Cummings as- 
sumed complete control as State General Agent. 
In 1929, the business in force was $90 million. 
This dropped to $70 million during the depres- 
sion, and from 1936 to date has climbed to 
$110 million. Today the agency is the largest 
state general agency in the South and is also 
one of the largest in the United States. 
Indicative of Mr. Cummings’ prestige in the busi- 
ness is the following list of offices he has held: 
President, Texas State Association of Life Under- 
writers, 1932-33; President, National Association 
of Life Underwriters, 1937-38; President, Life In- 
surance Managers Ciub, Dallas, 1932-33; Chair- 
man, General Agents’ and Managers’ Section, 
NALU, 1936-37; Director, American College of 
Life Underwriters, 1933-; President, Institute of 
Insurance. Marketing, Southern Methodist Uni- 
versity, 1948; Director of Life Insurance Courses, 

. M.'U., 1922-23- 24; Kansas City School of 
Commerce, 1927-28. 


Hundreds of Tested Methods for Getting Agency Jobs Done 


HERE IS THE “how” of agency building, told as it has never been told before. 
In 18 chapters packed with practical methods, Mr. Cummings (1) analyzes the 
problems of agency building and (2) DETAILS specific, proven, tested how-to 
solutions. @ The discussion is down to earth, basic, FUNDAMENTAL, sound. 
The exposition of agency building solutions is complete. The text has been 
hailed as ... “literally a one-volume encyclopedia of agency building meth- 


ods”... “here are no fine-spun theories, but page-after-page of factual dis- 


: “ 
cussions 


“no management library is now complete without Cumming’s 


‘How To Build A Successful Life Insurance Agency’.” © The price of “How To 
Build A Successful Life Insurance Agency” is $5.50 a copy, net, carrying charges 
prepaid. SO ENTHUSIASTIC IS R & R ABOUT THE JOB MR. CUMMINGS HAS DONE, 
THAT WE WILL SHIP THE BOOK TO YOU SUBJECT TO YOUR RETURN IF YOU ARE 


NOT MORE THAN SATISFIED. 





@ This is the official text for the 
Round Tables in AGENCY MAN- 
AGEMENT sponsored by the 
General Agents and Managers 


INSURANCE R&R SERVICE 
123 W. North St., 


Please send me 
Successful Life Insurance Agency” at $5.50 net per copy. 
The book is guaranteed to please me; otherwise | om 
to be allowed to return it for credit or full refund. 

| am enclosing my check for $5.50 (OR) Charge to 
my R & R account. 


Name 


Indianapolis, Ind. 
copies of ‘‘How To Build A 





Committee of the National Asso- 
ciation of Life Underwriters. 


Company 


Address 
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EDITORIAL 


COMMENT _ 





What Is Free Enterprise, Etc.? 


Currently leaders in the business seem 
disposed to define free enterprise, not 
just talk about it as though it were self 
explanatory. This is a happy develop- 
ment. Such terms as “the American sys- 
tem”, “free enterprise” and “private en- 
terprise” have been used and misused 
until they have lost positive value, if 
they ever possessed any. For many who 
hear them, ungarnished with illustration, 
they are in fact distasteful. 

It is a lazy mental habit to use them 
as though they stand for the American 
flag, or home, or mother, with the im- 
plied expectation that all listeners will 
feel enlightened and enthusiastic. 

Speakers do not know, they do not 
stop to think what the terms mean, to 
them or to other people. For the most 
part, used only as symbols and without 
specification, they mean, if anything, a 
preservation of the status quo. The 
speakers are saying, “We like what we 
have, let us not permit any changes to 
intrude.” 

Perhaps the main responsibility rests 
upon ‘businessmen themselves. With 
minor exceptions they have not taken 
the time to think out the real meaning, 
yet they have been trying to recruit an 
army to wage an important, a critical 
battle. It is a piece of work that none 
has undertaken. Perhaps only those in 
practical, daily contact with the business 
or with those who conduct it can ade- 
quately delineate what the phrases 
mean. That they should mean some- 
thing their frequent use by business 
men attests. 

C. M. Shanks, 
tial, got down to cases in 


president of Pruden- 
a talk not 


long ago. He said what free enterprise 
is. More is needed of this kind. If lead- 
ers in insurance can’t find the answers 
elsewhere, they can do what Mr. Shanks 
has done, sit down and think out the 
whole subject. 

After all, the leader who is going to 
make a talk doesn’t need a lot of high 
priced advice from anybody, he can 
search his own experience and soul and 
come up with a lot of examples of what 
the American way is and does. They 
would be very effective. 

There may be a slight sense of guilt 
that the phrases mean opposition to 
change because those in the top posi- 
tions like what they now have. But we 
think they are mature enough to recog- 
nize that younger generations are mov- 
ing up in the economy and feel just as 
proprietary about the United States as 
do the older men. They cannot be 
ignored. They are producing change. 

There is something about the Amer- 
ican economy that differs from any 
other. Probably it has not altered as 
much as we think from pioneer days 
when, it seems now, it was more obvi- 
ous. The American economy is unique. 
Business, which manages it, and which 
has to a certain extent created it, hasn’t 
taken the trouble to give it a voice or 
The politicians say what 
they think it is. The professors write 
what they think it is. Those who are 
dissatisfied are eager to tell what they 
think about it. But those who are in a 
position to know most about it and its 
fruits have tended to keep quiet on the 
subject, if not actually to conceal what 
they know about it. 


explain it. 


Seniority and Older Workers 


The insurance business, fire especially, 
but casualty and life also, has been 
charged with abject obeisance to senior- 
ity in the development of key person- 
ne! and executives, and in the upgrading 
of personnel generally. They have been 
criticized for having older executives at 
the tep who hang on long after 65. They 
are criticized for some of the results of 
this policy. 

Admittedly, the rule of seniority is an 
easy one to follow. When a decision 
must be made as to promotion, all the 
executive has to do is to see that Bill 
Jones has been with the company 5% 
years and his competitor for the ad- 
vancement has been with the company 
only five years. Bill Jones gets the call. 
This is oversimplification, but neverthe- 
less one of -the attractions of seniority as 


a policy is the simplicity of the founda- 
tion on which it is based. 

Assuming that this is somewhat true 
and that there is room for improvement, 
what substitute is there for seniority? 
Also, what is to be done with the great 
number of middle aged and older per- 
sonnel? 

One executive has worked out a sub- 
stitute for seniority which is about as 
fair as possible to the person who may 
be first in line in length of service but 
second in capabilities. He selects the 
person the best qualified for advance- 
ment, whether he is the older or the 
younger. But he does not wait until the 
other contestant for the higher position 
is so old he can’t go into the market 
and do as well as he might have done 
10 or 20 years previously. 


He knows at all times who on his 
staff is going where. He makes a selec- 
tion where one has to be made but well 
in advance of the occurrence. He tells 
the loser of the decision. As he puts it, 
here are two men working at a job. Only 
one position lies ahead. Both men are 
not going to win it. 

He does not “fire” the man who was 
not selected for succession. But he does 
say he wants him to look for another 
job. He points out he would not have 
selected him in the first place if he had 
not thought he was a good man. Conse- 
quently he does not want to lose him 
from the business. He helps him find 
another job. The man may protest he 
likes his present job and will continue 
in it with great satisfaction. The execu- 
tive does not allow this. Salary increases 
cease—the executive is frank in saying 
so. He explains that the job is satisfac- 
tory today but in 10 or 20 years when 
the man’s need for money is greatest, 
he will be too old to change positions 
successfully and yet will have no future 
where he is. 

Seniority should count, but only when 
other considerations are equal; it should 
not be the deciding feature. After all, 
what should the executive’s prime con- 
sideration Be: welfare of the individual? 
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Of an office meee Or of the company 
as a whole? 

On the other hand, the army is not 
made up altogether of generals. There 
a lot of workers in a company who are 
not going to be president, or even an 
officer. Much can be done to motivate 
them to do a better job and get more 
satisfaction from their work. It is Silly 
to ignore them. Yet in many companies 
they are the forgotten men. They are 
capable of much more than they pro. 
duce. A little attention, a little participa. 
tion will do wonders with their morale 
and their effectiveness. 

Obviously the supply of future genj- 
uses who are now 30 or 35 is as lim. 
ited as it ever was. A few will make 
the mountain top, many will not. 

No company, no matter how small, 
wants all of its people either officers or 
very young men. The older, steady 
workers, if handled properly, provide a 
stabilizing influence, an important asset 
both to the company and the economy 
in times when there is an accelerated 
tendency to question all of the old pro- 
cedures and some of the old virtues. A 
company that attends its older workers 
and hires some older ones may get bet- 
ter results from them than it ever will 
get from some of its sane cmplanty 


PERSONAL SIDE OF THE BUSINESS — 





C. O. Sullivan, executive vice-presi- 
dent of Midland Mutual Life, has round- 
ed out 30 years with the company. 

Charles Bray, home office agency 
manager of Victory Life, was chosen as 
the “outstanding young man of the 
year” by the Topeka Junior Chamber of 
Commerce. 

Kenneth W. Reed, agent for North- 
western Mutual Life at Portland, Ore., 
is convalescing at Palm Springs, Cal., 
from a heart attack. Mr. Reed was va- 
cationing in southern California when 
he became ill. } 

Rollin M. Clark, executive vice-presi- 
dent of Continental Assurance and Con- 
tinental Casualty, is enjoying a stay at 
Bradenton, Fla. 

George Willard Smith, president of 
New England Mutual Life, has been 
named honorary chairman of the Boston 
Museum of Science Development Fund. 


George A. Harper, assistant vice pres- 
ident of Bankers Life of Iowa, is the 
author of an article on preparing pen- 
sioners for retirement published in the 
March issue of the NOMA Forum, pub- 
lication of the National Office Manage- 
ment Assn. 

The engagement of Harry G. Syphus, 
son of Harry J. Syphus, general agent 
for Beneficial Life at Salt Lake City, 
to Miss Sharon McLaughlin has been 
announced. They will be married April 
12. Mr. Syphus is a part-time agent for 
his father while finishing up at Univer- 
sity of Utah. 

Alvah B. Adam, newly appointed gen- 
eral agent in Philadelphia for Bankers 
National Life, is attending the fifth 
world congress of the Junior Chamber 


of Commerce International being held 
in Manila. He is president of the junior 
chamber in Philadelphia and prominent 
business men there have contributed 
to sponsor Mr. Adam’s trip. There will 
be a delegation of about 25 persons 
from various junior chambers through- 
out the United States and about 35 
countries will be represented in the con- 
gress. Purpose of the Congress is to 
spread the junior chamber movement 
throughout the world and help cement 
relations with those countries where 
stops have been planned. Mr. Adam will 
return to New York, stopping at Hong 


Kong, Calcutta, Karachi, Damascus, 
Istanbul, Athens, Rome, Madrid, and 
Lisbon. 


P. M. Anderson, who is in charge of 
life insurance operations of American 
International Underwriters and is a di- 
rector of United States Life, has re- 
turned from an extended business trip 
through Europe. Mr. Anderson took 
over the life interests of A.I.U. in July, 
1948. He was connected with American 
Asiatic Underwriters in Shanghai from 
1929 to 1933. 

Arthur Rodd, examiner for the Michi- 
gan department, and his wife were 
attacked in their hotel room at Colum- 
bus, O. Both were beaten, money and 
jewelry were stolen. Mr. Rodd has been 
examining a life insurance company 
there. 
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___DEATHS 


ROBERT A. ADAMS, 58, general 
counsel of American United Life since 
1936 and president of the Assn. of Life 
Insurance Counsel, died at New York, 
where he had been under doctor's care 
since December. Mr. Adams had handled 




















ROBERT A. ADAMS 

the legal affairs of 19 insurance compa- 
nies since his graduation from Harvard 
Law School in 1916. He was secretary 
of the legal section of American Life 
Convention in 1936. He was the son of 
the late Andrew A. Adams, judge of the 
appellate court of Indiana. 

Mr. Adams died in a New York City 
hotel. He became ill shortly before the 
meeting of the life counsel last Decem- 
ber and had been in the hospital there 
until shortly before his death. He was 
national judge advocate of the Ameri- 
can Legion from 1919 to 1927. He was 
general counsel of American Centrar 
Life from 1928 to 1936. 

EDSON F. FOLSOM, 79, a New 
England Mutual Life representative for 
33 years and former general agent for 
Florida, died suddenly at his home in 
Tampa as the result of a heart attack. 
He spent 11 years in engineering be- 
fore he entered life insurance ona full- 
time basis. Shortly after joining New 
England’s Chicago-Fowler agency in 
1917, he moved to Florida and was ap- 
pointed state agent in 1927. When head- 
quarters were moved to Jacksonville in 
1941, he remained in Tampa as district 
agent. 

CLAUDE D. COREY, formerly vice- 
president and agency director of Pan- 
American Life, at his home at Coving- 
ton, La. Mr. Corey was the first super- 
intendent of agencies of Pan-American, 
joining the company shortly after its 
organization in 1912. He later served as 
vice-president and agency director prior 
to his retirement from active service in 
1939. 

OTIS P. GRANT, 56, personnel man- 
ager and director of advertising for Life 
& Casualty, died of a heart “attack at 
Mr. Grant en- 
tered the business following graduation 
irom University of Michigan in 1915 as 
secretary and actuary of Farmers & 
Traders Life. In 1924 he went with 
Cleveland Life as actuary. From 1925 
to 1931 he was actuary, comptroller and 
a director of Life & Casualty and in 
1931 became vice-president and general 
manager. He resigned his post in 1935 
and went to New York to devote his 
time to personal interests. Mr. Grant 
returned to Life & Casualty as person- 
nel director in 1939. 


JAMES H. VARNEDOE, SR., 47, Flor- 
ida manager of Independent Life & Ac- 
— died at his home in Montgomery, 


DEWEY E. BRYANT, 51, superintend- 
ent at Lynchburg, Va., of Home Bene- 
ficial, died at his home there. 

REV. HENRY J. KIRCHSTEIN, re- 
tired Disciples of Christ minister and a 


7s INSURANCE hecanaarumesell 


former superintendent of agencies for 


Midwest Life, died at Glendale, Cal. He 
had left church work in 1914 to join 
Midwest, returning to the ministry in 
1930. 


OBSERVATIONS 


Des Moines, Home Office Town 


E. M. McConney, president of the 
Bankers Life of Iowa, told the Des 
Moines chamber of commerce that Des 
Moines has 11 home office life insur- 
ance companies with more than $3 bil- 
lion of insurance in force and with an 
annual income of nearly $200 million. 
The Des Moines life companies employ 
1,500 persons with combined pay rolls 
amounting to more than $4 million a 
vear. He said that one in every 35 
Des Moines families is dependent in 
whole or in part on the income from 
home office life insurance companies. 





Free Plug from Godfrey 


Prudential—and Metropolitan too for 
that matter—got a free plug on Arthur 
Godfrey’s Monday evening broadcast 
this week. One of Godfrey’ s talent 
scouts mentioned that her husband was 
an insurance salesman. Cheers went up 
from a section of the audience, 
dential men who were in town for the 
company’s annual convention. This 
caused Godirey to surmise that there 
must be a Metropolitan Life convention 
going on. Shouts of protest rang out. 

“Prudential?” Godfrey asked. Enthu- 
siastic cheers answered his question. 


Employers Killed the Goose? 


There are group insurance men who 


Pru- , 


are of the opinion that a good many |} 


demands for trusteed welfare plans by 
unions can at least be partially at- 
tributed to the lack of wisdom which 
some employers have shown in han- 
dling dividends on group 
There are cases on record where em- 
ployers. actually wound up paying but 
10% of what on paper they pay in the 


insurance. | 


way of group insurance premiums. If | 
the employers had been wise in seeing | 


that at least a certain amount of this 
money went inio some sort of general 
fund for the benefit of the insured, the 
unions would have been satisfied with 


the employer’s plan—or so runs this) 


theory. Now instead the unions have 
forced trusteed plans where overage 
goes back into the trusteed funds and 
is applied to establishing such benefits 
for the employes as medical clinics, etc. 
The employer gets no chance at the 
money. 


Smoke But No Fire 


With the announcement this week 
that Louis W. Dawson has been elected 
president of Mutual Life and the recent 
announcement that Metropolitan Life 
has slated Charles G. Taylor, Jr., to be- 
come president next January, 
should be an end to the recurring 
rumors that Gov. Thomas E. Dewey of 
New York will become president of one 
of the big New York City life com- 
panies when he stops being governor. 

The first report of this nature began 
circulating soon after Mr. Dewey lost 
the 1948 election for President of the 
United States. The first report that got 
around was that he was going to be- 
come president of Metropolitan Life. 
When there seemed to be nothing to 
this idea the report began cropping up 
again, this time involving Mutual Life, 
which had no president because of the 
recent death of Alexander E. Patterson. 

It was a hardy rumor while it lasted 
but once again the old saying that where 


there’s smoke there must be fire is/| 

thrown for a loss. | 

Capitalistic Figures | 
The statement of Rockwell Kent, | 


American artist, made to Tass in Mos- | 
cow, that the U. S. government is not 
his, recalls that Mr. Kent is general 
president of International Workers Or- 
der, a fraternal life organization located 
at New York. IWO was organized in 


there | 


1930 and had $114,859,460 of insurance 
in force in 1948. This compares with 
$122,234,513 in 1946. It lists 1,810 
lodges. In 1948 it paid $117,350 for ac- 
quisition and $633,656 in operating ex- 
penses. 


Is Own Beneficiary 








John C. Klos, 96, of New Orleans, gets 
the proceeds of his policy, purchased 56 
years ago from Dorion Fleming. general 
agent for Penn Mutual at New Orleans. 


ty - 
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Tene Jitteadion to Dawe 
Scope at April 21 Meet 


The main business on the agenda of 
the meeting April 21 of the Actuaries 
Club of Texas at Houston will be ac- 
tion on the unanimous will of the club 
to change its name to the Actuaries 
Club of the Southwest. Constitutional 
amendments will be proposed and new 
dues set. 

Principal speaker at the dinner will 
be E. M. McConney, president of Bank- 
ers Life of Iowa and president of the 
Society of Actuaries. M. E. Martindale, 
Texas department actuary, will lead dis- 
cussions of the problems that have 
arisen in complying with Texas law and 
with standard non-forfeiture legislation. 
Discussion is planned on methods used 
in determining the annual statement 
item concerning reserve to cover the 
non-deduction of deferred fractional 
premiums with the death of the insured. 


G. T. Lumpkin, Jr., formerly in the 
actuarial department of Security Life & 
Trust at Winston-Salem and later as- 
sistant actuary for Jefferson Standard 
Life at Greensboro, has been named spe- 
cial trust representative for Wachovia 
3ank & Trust Co. at Raleigh 





“At last! I'm really going to be completely covered!” 


Bankerslifemen Know All About 
Adequate Coverage 


Yes, truly, Bankerslifemen know all about adequate life insur- 
ance coverage, but we can’t swear that any of them knows a 


thing about paint coverage. 


The typical Bankerslifeman knows how to help prospects and 
clients determine their financial needs for both protection and 
savings. He also knows how to help them solve those problems 


with life insurance tailored to their financial ability. 


He has 


learned these answers through training and experience . . . train- 
ing which began with his earliest days in his agency office and 
has continued with supervised experience. 


Knewing how to provide adequate coverage tailored to the 
buyers’ needs is just one of the characteristics which make 
Bankerslifemen the kind of life underwriters you like to know 
as friends, fellow workers or competitors. 


. 


Bankers 12/e CoMPANY 


DES 


MOINES 








NATIONAL UNDERWRITER 


LIFE AGENCY CHANGES 





Franklin Life Names Drew, 
Pratt as General Agents 


Franklin Life has appointed Charles 
E. Drew, Jr. as general agent at Grand 
Rapids and George J. Pratt as general 
agent at Minneapolis. 


Mr. Drew succeeds J. Leslie Living- 
ston, who was advanced to sales direc- 
tor for western Michigan. Mr. Drew 











Cherry to Cleveland Agency 
William F. Cherry, for several years 
agency assistant in the 
Ohio State Life, has become director of 
sales in its Cleveland office, of which 
Car] Adams is manager. He is a grad- 
uate of Ohio State University and 
served 38 months in the Pacific, re- 
ceiving his discharge as a captain. 


Lonsdale to Fidelity Mutual 


Stanley J. Lonsdale, for six years as- 
sociate general agent for State Mutual 
at Bridgeport, Conn., has been named 
general agent there for Fidelity Mutual. 
Franklin V. Coville, who has headed the 
agency, will continue as associate gen- 
eral agent. 

Mr. Lonsdale served as president of 
Bridgeport and Connecticut Life Under- 
writers Assns. and Connecticut Life In- 
surance and Trust Council. 


Lovell of Green Bay Retires 


T. Lovell, assistant manager of 





c. E. D . Jr. ; rs 
Drew, Jr George J. Pratt Prudential at Green Bay, Wis., has re- 
cad ; : ; P tired. J. Allen, an agent for 16 years, 
inec ravelers 1 946 as- - " ” wi 
- aes : barra at G wie seems 3 =e et him. Mr. Lovell was with 
ae ee ee ee ee € 1S Prudential more than 40 years. He was 
a aarine orps veteran. ey ; honored at a dinner at Green Bay. 
Mr. Pratt has been 3% years with Lees 
hir : : am co ee ee 7 
Zerkshire ! In Minneapolis, ranking Floyd Meyer, for four years an agent 
filth in personal: production company- of Old Line Life at Sheboygan, Wis.. 
wide for 1949. He became a supervisor has been appointed supervisor in_ its 
for the Berkshire agency last September. agency at Antigo, Wis. He has been 
/: 
G 








Distinctive Sales Aid For 


ANICO Representatives 





A NEW TYPE OF CAREER 
TRAINING COURSE.... 


“GUARANTEED INCOMES” 


A new type of training plan with a new 


approach to the problem of helping every 


representative achieve the greatest pos- 


sible measure of success in a career with 


Anico. 


It’s different also in its provision 


for assistance to established representatives 


who want more from their profession. 


“Guaranteed Incomes” 


is another signifi- 


cant addition to the great line of sales aids 


that are helping Anico Representatives 


achieve outstanding results. 


“You Can Grow with Anico’ 


AMERICAN NATIONAL 









Anico Representa- 
tives are ANICO’s 
best advertisements. 


They know they 
have a contract sec- 
ond to none. 


They know their 
policies are leaders 
in value. 
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home office of 


secretary of ieee: Assn. of Life 
Underwriters. 


Shields to Bankers, Ia. as 
Regional Group Manager 


Melvyn L. Shields has been appointed 
regional group manager at Pittsburgh 
for Bankers Life of 
Iowa, succeeding I. 
Edward Optekar 
who has resigned. 

Mr. Shields for- 
merly was in group 
sales work for 
Travelers. Before 
that he was an 
instructor in in- 
dustrial engineer- 
ing at Penn State. 
He also was with 
Erie Resistor 
Corp. as director 
of training and M. L. 
Pittsburgh Steel as 
director of industrial relations. 


Dahlgren to Amer. Mutual 





Shields 


Clinton. E. Dahlgren has_ been ap- 
pointed general agent at Lexington, 
Neb., for American Mutual Life. He 


was an agent of Connecticut Mutual for 
seven years in Lexington and Bertrand, 
Neb. Before entering life insurance he 
was office manager for the Central Ne- 
braska Power Co. 


Newman Moved to Mich. 


E. H. Newman, formerly superintend- 
ent of group administration, has been 
named to head the group organization 
2 Michigan and part of Ontario by 
Great-West Life. He joined the com- 
pany in 1945. He will make his head- 
quarters at Detroit. 





Craw Opens Wyo. for LNL 


H. Kennth Craw has been appointed 
general 


Lincoln National in 
Wyoming, with 
headquarters at 
1617 Central Ave- 
nue, Cheyenne. 
Lincoln National 
has just entered 
Wyoming. 

Mr. Craw entered 


agent for 


life insurance = in 
Colorado 17 years 
ago, going in 1937 


to Cheyenne as a 
district manager. 
Two years ago he 
moved to Montana, 
where he has been 
manager at Billings 
for Prudential. He has served as presi- 
dent of the Cheyenne Life Underwriters 
Assn. and vice-president of the Wyom- 
ing association. 





H. K, Craw 


Names McCabe & Gray 
Capitol Life of Denver has appointed 
McCabe & Gray agency as its general 
agent in San Antonio. It has been estab- 
lished for many years. John M. Gray 
has specialized in life insurance and has 
had considerable experience in sales and 
organizational work. 


Tiddy Joins Shenandoah 


John A. Tiddy has joined Shenandoah 
Life as manager at Charlotte. He has 
been manager there for State Capital 
Life. Mr. Tiddy entered life insurance 
more than 20 years ago, spending 14 of 
these with State Capital. Before that 
he was with Life of Virginia. 


Colby to Wichita Post 


Charles A. Colby, Hutchinson, voted 
New England Mutual's “most valuable 
agent” in Kansas agent for 1949, has 
been named district manager at Wich- 
ita. He has been with the company 2! 
years at Hutchinson. 








E. John Osterman has heen appointed 
group supervisor of the Kay agency of 
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Security Mutual Life at Newark. He 
formerly was with Acacia Mutual there, 





Howard E. Dahlberg has been ap- 
pointed associate general agent of the 
McCray agency of Mutual Benefit Life 
at Davenport. 


COMPANIES 


Conduct Tours of Mutual's _ 
New Building in Shifts 


Mutual Life topped off a tour of its 
new home office building for trade paper 
newsmen with a oe at which its 





new president, Louis A. Dawson, spoke 
informally. Robert Sy McCaffrey, ad- 
ministrative assistant, led the tour and 


explained some of the scientific planning 
ideas which are incorporated in the fune- 
tional efficiency design. 

Instead of a big house warming cere- 
mony, the company plans to conduct 
tours for different groups over a period 
of several months. For example, a few 
days will be set aside for the families 
of employes, another period for banking 
representatives, one tor representatives 
of other companies, one for representa- 
tives of labor unions and the workmen 
who helped erect the building, etc. 

Policyholders have been invited in the 
annual report to visit the home office 
when they are in New York City. Guides 
will be on hand to take them on a tour 


ot the building. The old home office 
building has been put up for sale. 
L. A. Mack. “Weekly Underwriter,” 


FOR 


TWO GREAT BOOSTERS 
BUSINESS INSURANCE 


Within 30 days after release, distri- 
bution of When The Court Values 
Your Stock exceeded ten thousand 
copies. Underwriters ordered _ it, 
speakers recommended it, attorneys 
praised it, accountants wrote us 
that they needed it, and home of- 
fices ordered it in quantities — one 


company alone ordering 2,000 
copies. It is considered the finest 
brochure ever published for close- 
corporation prospects. From the 
moment underwriters read it, they 
repeatedly asked, “Why don’t you 
prepare a similar’ brochure’ for 


business partners?” 


Just Off The Press! Anxious to com- 
ply with these requests, R & R’s 
staff spent months in painstaking 
research, and now we are happy to 
announce our new _ 3-color,  illus- 
trated, 8%x11 brochure for part- 
nership insurance prospects. 


WHEN THE COURT VALUES 
YOUR PARTNERSHIP offers a 
sure-fire solution through life insur- 
ance to problems faced by business 
partners. It is a documentary sales 
tool you will want to place with 
business partners, attorney friends 
and centers of influence. 


book, $1.25; 


10-24 copies, 
price deter- 


Single copy of either 
2-9 copies, $1.10 each; 
$1.00 each. (Quantity 


mined by total ordered under one 
title.) Usual discount to R & R 
Members. 


DOCUMEN- 
DESIGNED 
MORE 


POWER- PACKED, 
TARY SALES TOOLS 
YOL SELL 
BUSINESS INSURANCE 


PAUL SPEICHER 








President 


INSURANCE 
RESEARCH & REVIEW SERVICE 


INDIANAPOLIS 


THE 
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PMfutual Life is conducting employes in 
groups of 50 through the building, which 
;; to be completed by May 1. 





Berkshire Trains Graduates 


The first two college graduates en- 
tered in the Berkshire Life college train- 
ing program have completed the first 
fve months phase by studying every 
jacet of home office operation. The two 
young men will next be assigned to 
agencies to begin another five month 
vhase during which they will learn about 
the operation of the cashier and the new 
pusiness departments in an agency. They 
will then go into the field as full-time 
agents and when their experience there 
has been satisfactory, will be given time 
to gain supervisory experience and_to 
prepare for agency management. The 
next two college graduates to be put 
through this training program will begin 
their work in the home office early in 


April. 





Correction on Franklin Life 


In the tabulation of life company re- 
sults for 1949 appearing in the Feb. 24 
issue Franklin Life’s surplus to policy- 
holders was incorrectly shown as $6,- 
487,500. That figure is net surplus, the 
surplus » policyholders, which includes 
capital, being $9 million. 


Life & Casualty to Build 


Life & Casualty will soon build a 
14-story home office building at an esti- 
mated cost of $2,500,000. About 18 
months will be required to construct the 
building which will be on Church street 
in Nashville. 








Seek French Lick Foreclosure 


Massachusetts Mutual has filed a suit 
in the federal court at New Albany, 
Ind, to foreclose a mortgage on the 
French Lick Springs hotel. The suit 
claims that the hotel company, headed 
hy John B. Cabot of the Cabot Shipping 
Co. of New York City, owes $1,595,000. 
The suit alleges that when Cabot pur- 
chased the hotel in 1946 he gave a 
mortgage for $1,500,000 which was to 
have been repaid at a rate of $12,500 a 
month. The hotel has long been a popu- 
lar spot for insurance conventions. 





Increase Nat'l Bankers Stock 


Stockholders of National Bankers 
Life of Dallas have voted to increase 
capital from $150,000 to $200,000. The 
directors authorized payment of all 
cumulative dividends, together with cur- 
rent dividends payable to the preferred 
stock held of record on March 1. A 
iurther dividend of 10% was declared 
on common stock of record March 1. 





Republic National Life held a two- 
day Mantas incense at Dallas. 





AGENCY NEWS. 


Todd Agency Has Sixth 
Anniversary Meeting 


Presentation of marketing and under- 
writing facts marked the program at the 
anniversary meeting of the John O. 
Todd agency of Northwestern Mutual 
Life at Chicago. 

Home office speakers, in addition to 
giving interesting talks with many help- 
ful sales tips, congratulated the agency 
on its steady expansion since its estab- 
lishment six years ago. These speakers 
were Dr. Gamber F. Tegtmeyer, med- 
ical director; Harold W. Gardiner, edu- 
cational director; and Jerome A. Boyer, 
asistant superintendent of claims. 

Leading agency producers who spoke 
were Charles W. De Gryse and John D. 
Banning. Francis W. Morley, agency 
assistant, presided at the education ses- 
sion and Hal Nutt, who is leaving the 
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agency to head the Purdue school, was 
toastmaster at the banquet which fol- 
lowed. 

The most fertile market for life in- 
surance lies among the 15% of all fam- 
ilies with incomes of $5,000 and over, 
Mr. Gardiner pointed out in discussing 
the 1950 market. This group gets 40% 
of the $200 billion national income. Of 
every 100 in this group, 35 are business 
executives or self emploved, 20 skilled 
and semi-skilled mechanics, 15 profes- 
sional men, 10 clerical and sales while 
10 are farmers. 





Andersen Visits Seattle 


Edward C. Andersen, superintendent 
of agencies of Connecticut Mutual Life, 
told the Lloyd Silberberger agency at 
Seattle that ‘business insurance is the 
only way in which partners can assure 
the continuance of their business should 
one partner die, and the only way a cor- 
poration can assure the future manage- 
ment of its business. He said it is be- 
ing written in larger volume than ever 
before. 


Honor 45- — Vetesan 


_SALT LAKE CITY — Joseph V. 
Smith, an agent of New York Life for 
45 years, Was guest of honor at a dinner 


given by Sterling W. Sill, intermountain 
branch manager. He was 83 March 8, 
and is still going strong. He is a char- 
ter member of the Deans’ Club, an or- 
ganization of veteran Utah life insurance 
men. 


The Schrepel agency of American Na- 
tional at Oakland held open house to 
mark its formal opening. The agency 
was established recently. 


AMA Pension Siaston 


Representatives of labor and manage- 
ment will participate in a conference dis- 
cussing the impact of pensions on pro- 
duction sponsored by the American 
Management Assn. in New York City 
April 3-4. The discussions will cover 
present pension contract and the pat- 
tern of future union demands. 

David Cole, chairman of the Presi- 
dent’s board of inquiry in the steel and 
coal strikes, will be chairman. Panel 
members include: W. G. Caples, man- 
ager of industrial relations, Inland Steel: 
Carroll E. French, director of industrial 
relations division, National Assn. of 
Manufacturers; Harry Becker, director 
of social security department of U.A.W. 
—C.I.O., and Nelson H. Cruikshank, 
director of social insurance activities of 
the A.F.L. 








Insurance Offices to Close 
in Chicago at Around 4:30 


Substantial compliance seems certain 
by all types of loop area insurance of- 
fices in Chicago with the request of 
Mayor Kennelly that they close at 
around 4:30 p.m. to relieve the 5 o’clock 
transportation jam. W. W. Hamilton, 
manager of the Chicago Board, heads 
the all-insurance committee set up to 
expedite voluntary compliance by April 
1. The other members of the committee 
are: Roy L. Davis,, Association of 
Casualty & Surety Companies; A. V. 
Gruhn, American Mutual Alliance; Joy 


M. Luidens, Chicago Assn. of Life 
Underwriters; Edward H. Born, West- 
ern Underwriters Assn.; Ralph H. 


Kastner, American Life Convention. 
The earlier closing hour is already in 
effect in many of the offices. Those 
who will comply for the first time with 
the request, will open at an earlier hour. 





John Conrad Leslie, editor and pub- 
lisher of the “Insurance Record” of Dal- 
las was scheduled to fly to London this 
week where he will look into insurance 
situations and report to his publication. 
He has just changed his name to Leslie 
from Leissler. His brother is now offi- 
cially known as Hamill N. Leslie, too. 
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LNL Is Geared To Help Its Field Men 
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LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 
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Wide Age Range 
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Supplemental Term 
Riders 


A full line of Group 
Coverage 
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Cross-Section of LUTC 
Work Given at San Antonio 


San Antonio Assn. of Life Underwrit- 
ers was presented a cross-section of the 
work of the LUTC class. R. Sam 
Barnes, General American Life, acted as 
monitor. 


OE Mutual, 


Butler, Connecticut 


spoke on analytical life‘ underwriting; 
Marion Coulter, Lincoln National Life, 
on the building of a client through serv- 
ice, and Wayne Wood, John Hancock, 
on the need for continuous income. 

A resolution of appreciation, signed 
by the officers of the association, was 
presented by Francis Sullivan, president, 
to (Matthew Brown, General American, 
in recognition of his efforts in promo- 
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«...at the balance 
eee we may compute” 


ROBERT BURNS 


\ Striking a balance to 
determine the true 
picture of a Life Insurance 
Institution requires the 
appraisal of many 
factors each in relation to the other. 


Past achievement, present progress and 
future meperwens are among the points 
or consideration. 


Such careful computation will 
reveal that in every respect Fidelity 
is a well-balanced company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT 
PHILADELPHIA *« PENNSYLVANIA 


AVENUE 





and LUTC work. 

It was announced that the association 
is sponsoring the showing of the film, 
“For Some Must Watch,” to 2,000 stu- 
dents in the San Antonio schools. 

. V. Jackson, Lincoln National, 
spoke of the importance of cooperation 
of managers and general agents in elim- 
inating part-time contracts. He said 
that to avoid any injustice May 1 has 
been set as the deadline for the cancella- 
tion of all part-time contracts. 

Sidney Wiedermann, Union Central 
Life, took up the need for recodification 
of Texas insurance laws, for. which 
Commissioner Butler has been striving. 


Conn. Sales Congress Set 
for April 6 at New Haven 


Commissioner Allyn will give the wel- 
coming address at the 1950 Sales Con- 
gress of Connecticut Assn, of Life Un- 
derwriters at New Haven, April 6. L. 
Kent Babcock, Jr., general agent for 
Aetna Life at New Haven, is chairman. 

Paul Speicher, Alden C. Palmer, Hil- 
bert Rust, and Dr. Edwin H. White, all 
of R. & R., will speak. 


Finish Milwaukee Seminar 


More than 55 life agents completed 
the seminar on advanced underwriting, 
estate planning and taxes conducted by 
George J. Laikin, Milwaukee and Chi- 
cago tax attorney, under auspices ot 
Milwaukee Assn. of Life Underwriters. 
Sessions were held on six Saturday 
mornings. Although the association 
charged a modest fee for the course, 
Mr. Laikin donated his services. J. 
Douglas Grannis, Massachusetts Mu- 
tual, association president, and George 
L. Grimm, New England Mutual, edu- 
cational committee chairman, presided. 


Conn. Leaders Hear Earls 


William T. Earls, Cincinnati general 
agent for Connecticut Mutual, spoke be- 
fore the Life Underwriters’ Leaders 
Round Table of Connecticut at Hartford 
on “Business Insurance—Today’s Easy 
Big Sale.” 


Dayton Names Committees 


Dayton Underwriters Assn., which is 
to be host at the annual convention of 
Ohio Assn, of Life Underwriters May 
12-13, has chosen its committee chair- 
men and is proceeding with the organiza- 
tion of its convention personnel. Joe 
A. Blandford, Mutual Benefit Life, and 
Russell Cahall, Western & Southern, are 
co-chairmen for the meeting. A Steer- 
ing committee has been set up, com- 
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posed of Mr. Blandford, Mr. Cahayj 
Henry S. Stout, John Hancock; Walter 
H. Grundy, Connecticut Mutual; Wilby; 
G. Kennedy, Northwestern Mutual, anq 
Robert D. Smith, Massachusetts Mutua}, 


Currie Speaks at Louisville 


Charles J. Currie, manager of Mutuaj 
Life at Atlanta and trustee of N.A.L.U, 
told the Louisville association that the 
life agent has got to sell the servic¢ 
trinity—his company, his service and 
himself. He told his hearers that jj 
they can’t get along with their company, 
they should at least be honest enough 
to go some place else. Every territory 
has so many expects, suspects and pros. 
pects, he declared, advising agents to 
forget about greener pastures and to 
develop their own territories intensely, 
at the same time cutting down expenses. 
He advised the strictest follow-up oy 
age changes, economic changes, mar. 
riages, births, etc. 

Mr. Currie recommended that. the 
agent gain the respect and confidence 
of his competitors. He cautioned each 
man to remember that the Prospect 
should have an opportunity to talk and 
that there is danger of the man talking 
himself into a sale and then talking 
himself right out of it. He said that 
lack of courage in asking the man to 
sign equals lack of activity in washing 
men out of the business. 


New Bedford—Theodore IL. 
manager of Union Central at 
spoke at a luncheon, 

Quincey, Til.—Speakers were executive 
vice-president Charles H. Meredith of 
the Quincy Industrial Assn. who talked 
on the danger of socialist trends; Ken- 
neth Arrowsmith, president of the loca] 
association, who talked on H. R. 6000, 
and E. G. Weber, State Farm, who urged 
members to write their representatives 
in Congress expressing opposition to 
some phases of the proposed extension of 
social security taxation and benefits. The 
association adopted Mr. Weber’s sugges- 
tion that its secretary write the asso- 
ciation’s Senators and Congressmen ask- 
ing them to support the N.A.L.U. stand 
on social security. 

Albany, N. Y.—At a joint meeting with 
the Capital District association at Lath- 
am, Harry P. Green, regional manager 
of Prudential, spoke on “The Price of 
leadership.” Harold Fleck, regional 
vice-president of the state association, 
also spoke. Dinner hosts were the Troy- 
Cohoes group. 

Fond du Lae, Wis.—George J. Laikin, 
Milwaukee tax attorney, spoke on “Taxes 
and Business Insurance Agreements” at 
a dinner-meeting of the Fox River Val- 
ley association. Members of the Sheboy- 
gan and Manitowoc associations were 
guests. 

Eau Claire, Wis.—The movie, “Tailor 
Made Dollars,” featured the meeting 
here of the Chippewa Valley association. 
The next meeting will be held April 13, 
the date set for the visit of the Wiscon- 
sin State Assn, caravan. 

Columbus, O.—Eber M. Spence, vice- 
president and director of agencies of 
American United Life, will speak March 
17 on “Career Underwriting in 1950.” The 
association will hold its spring sales con- 
gress April 21. Speakers will include 
Judd C. Benson, Union Central, Cincin- 
nati, N.A.L.U. president; Cornelius Scheid, 
New York Life, Cleveland; James E. 
Rutherford, vice-president of Prudential, 
and John Quinn, Equitable Seciety, 
Cleveland. 

Milwaukee—Ray T. Wright, Provident 
Mutual Life, Lawrence, Kans., trustee of 
N.A.L.U., spoke on “Life Insurance—Not 
Death Insurance.” 

Detroit—The March meeting is being 
sponsored by the Detroit C.L.U. chapter. 
T. M. Green, Massachusetts Mutual, Okla- 
homa City, will speak. 

Illinois Valley—William C. Pfoff, Equi- 
table of Iowa, spoke. 

Salt Lake City—Stacy Garn, San Fran- 
cisco, Pacific Coast field training instruc- 
tor for Metropolitan Life, spoke on “A 
Planned Day Is a Successful Day.” He 
said the ladder of success is made up of 
time control for both prospecting and 
interviews. “No man has ever left the 
life insurance business with a drawer 
full of prospects.” He labeled prospect- 
ing as “the occupational disease of life 
insurance.” 

The annual sales congress 
uled for April 24. 
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Cal..Western Names 


Tallman, Simpson, 
Fagan 2nd Vice-Presidents 


California-Western States Life has 
advanced Leland Cc. Tallman, Neil. E. 
Simpson, and Stuart Fagan to 2nd vice- 
presidents. 

Mr. Tallman, who has been director of 
education and training, has been with 
the company since 1929. He has served 
in the field as agent, unit manager, 








as- 





Fagan 


Tallman Simpson 
sistant manager, and field supervisor. 
After navy service he returned to the 
company as director of education and 
training. 

Mr. Simpson has been with the com- 
pany since 1946. Before that he was 
district group _manager for Connecticut 
General in Chicago and Milwaukee. 
Practically all his business experience 
has been in group insurance. 

Mr. Fagan has been assistant treas- 
urer since 1946. Before that he was 
manager of the company’s investment 
department in the northwest. 





Colonial Creates Ordinary 
Dep't: W. H. Fissell in Charge 


Colonial Life has established an ordi- 
nary agency department. General agents 
will be appointed 
in New Jersey, 
Pennsylvania, New 
York, and Connec- 
ticut. The new 
move will in no 
way affect the com- 
pany’s development 
of industrial and 
ordinary business 
through its branch 





offices. 

William H. Fis- 
sell has been ap- 
pointed superin- 

W. H. Fissell tendent of ordinary 
agencies. He grad- 


uated from Fordham University in 1924 
and later studied at Fordham law school. 
He entered life insurance in 1934 as an 
agent of Connecticut General in New 
York City. Nine years later he joined 
Security Mutual of Binghamton as as- 
sistant superintendent of agencies. He 
is a C.L.U. 


C. W. Lakin to National, Ia. 


Charles W. Lakin has been appointed 
assistant superintendent of agents of 
National Life of Des Moines. ‘For two 
years he has been agency organization 
supervisor for the insurance companies 
afiliated with the Iowa Farm Bureau 
Federation. Previously he was a news- 
paper editor in Iowa, Illinois, Indiana 
and South Dakota. He attended Drake 
University. 





Feay to Companion Life 


Dallas H. Feay, who has been actuary 
and chief underwriter in the ordinary 
department of Union Labor Life for the 
Past two years, has been named head 
of the actuarial department of Com- 
panion Life. Mr. Feay was with Metro- 
politan Life for 14 years, and with Cen- 
tral Life of Illinois for four years. He 
Was assistant actuary at Central Life 
and when that company reinsured Con- 
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servative Life he managed a separate 
office at South Bend, Ind. for a time. 





Harry T. Roesler, who has been with 
Imperial Life of Canada for almost 50 
years, has retired as treasurer and has 
been succeeded by Norman A. Morrison. 
Ross Perigoe has been appointed asso- 
ciate treasurer. 








All Groups to Have Hand 
in Pa. Federation Rally 


PHILADELPHIA—Almost 100% of 
the Pennsylvania state associations and 
local Pittsburgh insurance groups have 
indicated they will cooperate in the 1950 
Pennsylvania Insurance Days conven- 
tion, scheduled for William Penn Hotel, 


Pittsburgh, May 4-5, Homer W. 
Teamer, secretary-manager of the fed- 
eration, said. 


Each association will be given spe- 
cific tasks. William M. Guthrie, comp- 
troller of Reliance Life, and Robert E. 
Miller, vice-president of National Union 
Fire, are, general convention co-chair- 
men, 

The program will consist of panels 
for all branches of the insurance busi- 
ness, luncheons, the usual banquet on 
May 4 and the smoker on the final 
convention night. 
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Reinsh Named President of 
Omaha A. & H. Association 


William E. Reinsh, Massachusetts 
3onding, who has been for a number of 
years a member of the International as- 
ciation executive board, has been elected 
president of Omaha Assn. of A. & H. 
Underwriters. Vice-president is Vernor 
Gowin, Mutual Benefit Health & Acci- 
dent, and secretary Mabel Gottsch, 
Pioneer Insurance Agency (reelected). 

Cecil C. Fraizer of Lincoln, general 
counsel of H. & A. Underwriters Con- 
ference, gave some of the highlights 
trom the recent zone 5 meeting of Na- 
tional Assn. of Insurance Commis- 
sioners. 





Wesley Jones Utah Speaker 


SALT LAKE CITY — The March 
meeting of Utah A. & H. Club had 60 
or more members in attendance. Wes- 
ley J. A. Jones, executive secretary of 
International Assn. of A. & H. Under- 
writers, who was here conducting an 


\. & H. course at University of Utah, 
spoke on “Objectives and Programs 
of the International Association.” He 


explained that the name had _ been 
changed to “International” because of 
the increasing business that is being 
written in Canada and the growing 
number of “locals” across the border. 





Round Table on Sales 
Methods at San Antonio 


The March meeting of San Antonio 
Assn. of A. & H. Underwriters featured a 
round table discussion of sales methods. 
C. B. Brussells said that when a sales 
drive was on he learned a special presen- 
tation, went out to call on a selected 
group of 12 and sold 11 of them. 

Frank Hierholzer stressed the value 
of an organized sales talk. He said 
A. & H. insurance may enable the buyer 
to realize his dream of the future. 
Lloyd Grove, Austin, emphasized ex- 
plaining policy limitations which are 
found in the accident and health policies 
and telling the prospect why they are 
essential. 

Elmer J. Edwards said the salesman 
should make the sale of A. & H. insur- 
ance his main line if he desires to give 
the prospect the service needed and se- 
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eard of it... 


’Way back in 1875, when The Prudential 
was founded, our Representatives didn't 
know about the Modified Life 5 plan. 
They successfully sold the liberal Pru- 
dential policies of that time—but they 
had nothing like this .. . 


During the first five years, the 
premium is only one-half of the 
subsequent rate. At age 30 a 
man can own $5,000 of insur- 
ance and pay only $65.10 an- 
nually for the first five years. 
$130.20 thereafter — less divi- 
dends beginning at the end of 
the second policy year. 


Prudential Representatives and 
Brokers agree that the Modified Life 5 


in their sales kits. 
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cure for himself the best results. He 
added that too many life salesmen ex- 
pect to pick up a few easy dollars 
through the sale of A. & H. Warren 
Palmer, Paul Revere Life, held that the 
salesman to be successful must either 
sell life or sell A. & H. and that he 
can not successfully combine the two. 
J. P: Simon, Bernaud agency, said he 
asks the prospect who will pay the pre- 
mium on his life insurance if he gets 
sick. 

The new officers, headed by R. D. 
Penney, American Hospital & Life, as 
president, were installed. 


Formation of Institute 
of A. & H. Insurance Urged 


The proposal for the establishment of 
an Institute of A. & H. Insurance, to 
be modeled on the Institute of Life In- 
surance, which was advocated by V. J. 
Skutt in his presidential address at the 
annual meeting last year of H. & A. 
Underwriters Conference and which has 
been discussed informally at A. & H. 
gatherings for some time, is now being 
pushed very strongly by International 
Assn. of A. & H. Underwriters. 

There has been quite a general recog- 
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nition of the need for more extensive 
and better coordinated public relations 
work in the A. & H. field in view of the 


attacks and insinuations directed to- 
ward the business by advocates ot 
governmental plans. It has been con- 


tended that the business has not done 
enough to show the public what sort 
of protection it provides and what a 
good job it is now doing in furnishing 
that protection to the American people. 
That feeling has been intensified by the 
vigorous campaign which has_ been 
waged by American Medical Assn, That 
campaign generally has had the support 
of A. & H. interests but it is argued 
that insurance should not have to trail 
behind an outside organization in a mat- 
ter so important as this. : 

The wide diversity in methods ot 
operation of A. & H. insurers and the 
lack of homogeneity in that field make 
it difficult for any of the present A. & H. 
organizations to take on that work as 
one of its functions and hence it is felt 
that a new organization of the institute 
type would be best suited to carry on 
such activity. 


36 Million in Blue Cross 


Blue Cross plans in the United States 
had 35,918,705 members enrolled Dec. 
31. Gain in enrollment for 1949 was 
3,144,356. It is estimated that the enroll- 
ment includes 23% of the population 
of the United States and 20% of the 
population of Canada. 

Largest gain was in New York, 529,- 
590. Chicago was second with 164,578 
new members and Detroit third with 
154,626. 


Rauch Now Field Director 


Old Line Life of Milwaukee has ap- 
pointed Oscar F. Rauch field director in 
charge of field training and territorial 
development. Mr. Rauch joined the 
company as an agent in 1946, and a year 
later was made field superintendent, op- 
erating out of the home office. 


Security L. & A. Ups Two 


Lyman C. Baldwin, agency vice-presi- 


dent, has been elected a director of 
Security Life & Accident. 
George W. O’Shaughnessy, educa- 


tional and publicity director, has been 
named an assistant vice-president. He 
joined Security in 1930 and became 
home office agency manager in 1938. 


~ POLICIES 


Pacific Mutual Introduces 
New Preferred Policy 

_ Pacific Mutual is now issuing a par- 
ticipating paid-up at 85 policy at ages 
20 to 60 inclusive on preferred, medi- 
cally examined risks. A minimum face 





amount of $5,000 is required, with a 
maximum of $100,000 at the central ages 
and slightly lower amounts at the 


younger and older ages. 
Annual premiums per $1,000 and illus- 
trative dividends are: 


Annual 20 Yr 

Age Prem. 2 5 10 20) =6Total 
$ $ $ $ $ $ 

20 16.67 1.06 1.86 3.03 4.44 57.18 
25 ig6 1.40 2.25 3.52 6.112 66.79 
30 22.20 1.84 2.76 4.138 5.92 78.77 
35 26.03 2.29 3.27 4.77 6.76 91.19 
40 30.88 2.77 3.85 5.47 7.67 104.83 
15 37.12 3.28 4.44 6.21 8.63 119.11 
50 45.26 3.74 5.02 6.94 9.57 133.09 
55 56.08 4.30 5.69 7.77 10.68 149.26 
60 70.74 4.81 6.34 8.62 12.06 166.32 





American United Eases Rules 


American United has liberalized its 
rules on single premium policies, and 
will now issue single premium endow- 
ments maturing in 10 years or longer. 
The company will also write child’s 
policies on all forms of single premium 
plans issued to adults. 

The usual maximum premium of 
$25,000 for single premium policies and 
annuities is modified in the case of en- 
dowments of less than 20 years, the 
limits for endowments maturing in 15 
to 19 years being $20,000, and for endow- 
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ments maturing in 10 to 14 years 
$15,000. American United has also 


liberalized its rules on deposits to the 
premium deposit fund in the case of 
short term endowments and the retire. 
ment annuity. 


Dividends Increased by 
Sun Life of Canada 


Sun Life of Canada has _ increaseq 
dividends applicable to policies issued a 
rates in effect April 1, 1950. Illustratiye 
dividends are shown below: 

Life Paid-Up at Age S85 


— 





2 5 § 
$ $ $ $ 

10 3.64 5.76 4.19 4.58 
15 3.75 5.97 4.388 4.84 
20 3.95 6.32 4.68 5.19 
25 4.32 6.93 5.17 5.75 
30 4.69 7.56 5.67 6.34 
35 5.06 8.22 6.20 6.94 
40 5.45 8.88 6.74 7.57 
45 5.85 9.60 7.33 8.26 
50 6.10 10.11 7.78 8.81 
55 5.99 10.07 7.90 9.02 
60 5.81 9.21 7.47 8.74 
65 6.438 11.09 8.93 10.53 
70 8.02 13.79 11.23 14.24 

20 Payment Life 
10 5.32 8.61 6.51 7.36 8.34 130,79 
15 5.15 8.40 6.45 7.39 8.47 129/05 
20 5.13 8.45 6.57 7.61 8.78 182.64 
25 5.36 8.89 6.94 8.09 9.37 14047 
30 5.52 9.20 7.25 8.50 9.90 146,85 
35 5.66 9.50 7.55 8.89 10.40 153.09 
40 5.84 9.85 7.87 9.31 10.95 159.7% 
45 6.10 10.33 8.26 9.79 11.55 167.8% 
50 6.138 10.45 8.43 10.03 11.91 171.94 
5D 5.96 10.27 8.386 9.99 12.01 170.15 
60 5.23 9.23 7.70 9.34 11.50 1573 
65 6.48 11.09 8.93 10.53 12.85 181,35 

20 Year Endowment 

10 5.66 6.97 6.48 8.56 10.94 135.9 
15 3.60 6.88 6.41 8.50 10.88 134.69 
20 3.70 7.038 6.51 8.59 10.98 186.59 
25 4.05 7.57 6.86 8.93 11.33 143.88 
30 4.43 8.12 7.22 9.30 11.70 150.57 
35 4.79 8.67 7.58 9.64 12.06 15748 
40 5.17 9.23 7.95 9.99 12.43 16457 
45 5.66 9.95 8.40 10.43 12.90 173.56 
50 6.01 10.48 8.73 10.72 138.24 179.51 
5D 6.20 10.76 8.88 10.83 13.40 182.78 
60 5.45 9.65 8.09 9.96 12.61 167.15 





United States Life Launches 


Monthly Income Form 


United States Life has launched a 
centennial income agreement on its 
100th birthday which is a flexible month- 
ly income form that may be sold with 
any regular plan of life insurance. The 
agreement provides from $10 to as much 
as $50 of monthly income for each 
$1,000 of regular insurance purchased, 
providing specific amounts in monthly 
income. It is available for any period 
from 10 to 30 years, rather than the 
customary 10, 15 or 20 years. The 
agreement provides a monthly income 
and the basic policy to which it is at- 
tached is automatically paid in cash or 
the proceeds may be distributed ac- 
cording to settlement plans. The agree- 
ment may be attached to any form o/- 
fered by the company except term and 
joint life. The minimum basic policy 
to which the agreement may be attached 
is $2,500. 


Life of Ga. Adds 2 Policies 


Life of Georgia has added an_ insur 
ance annuity and a retirement annuity. 
The insurance annuity provides $1,200 
insurance—or cash value if larger than 
$1,200—for an income at maturity 0 
$10 a month. Maturity values on male 
lives are: age 55, $1,996; age 60, $1,783; 
age 65, $1,587. Maturity values on Ie 
male lives are: age 55, $2,222; age 6l, 
$1,996; age 65, $1,783. ; 

The retirement annuity offers choice 
of life annuity with 10 years certail, 
annuity with cash refund, or annuity 
without cash refund. The contract prc 
vides refund of premiums or payment 
of cash value, if greater, in event 0 
death before maturity. 


Raises Non-Medical Limits 


Franklin Life is now issuing non-med- 
ical insurance up to $10,000 at ages 5 
to 35 inclusive. At ages 0 to 4 and 36 to 
40, the maximum issued without medical 
examination is $5,000. The junior m- 
sured savings plan will be considere 
non-medically for $2,500 at ages 0 to# 
and $5,000 at ages 5 to 14. 
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INSURANCE POSITIONS 
NOW OPEN 


Mo. Premium Br. Manager $500 
A. & H. Claim Manager $500 
A. & H. Branch Manager $500 
H. O. Agency Super. $500 
Life Mgr. General Agency $450 
Agency Organizer $450 
Life Sales $400 
Life Accountant $400 
Asst. Life Manager $400 
Life Underwriter $350 
Life Brokerage Manager $350 
A. & H. Underwriter $325 


FERGASON PERSONNEL 


330 S. Wells Street . HArrison 7-9040 
Chicago 6, Illinois 
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WANT AD INFORMATION 


Rates—$12 per inch per insertion—1 inch 
minimum. Limit—40 words per inch. Dead- 
line Tuesday noon in Chicago office—175 
W. Jackson Blvd. Individuals placing ads 
are requested to make: payment in advance. 


THE NATIONAL UNDERWRITER 











AGENCY SUPERVISOR 
WANTED 


By large Central Pennsylvania general 
agency of a top Mutual Life Insurance 
Company to replace present supervisor 
being advanced to General Agent. Duties 
primarily in recruiting and training. Ex- 
cellent opportunity. Give age, personal 
background and experience. Correspond- 
ence confidential. Address Y-61, The Na- 
tional Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








A Life Insurance Company with over 
$10,000,000.00 Group Premiums in Force is 
seeking a Group Actuary, not over 40 years 
old, who is a Fellow of the Society of 
Actuaries, with a background in Group 
Underwriting. 

This is an excellent present position with 
opportunity for advancement. 


In writing give experience history. All 
inquiries will be treated confidential. 


Address: Z-7 
The National Underwriter 
175 West Jackson Boulevard 
Chicago 4, Illinois 
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WOULD YOU LIKE TO LIVE IN CALIFORNIA? 


A Multibillion Dollar Company will pay livable 
salary plus New York commission scale to ex- 
perienced agent who can produce satisfactory 
volume of ordinary insurance. Give age, marital 
status and employment record. Address Y-86, 
The National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 
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SUPERVISOR 


San Francisco Area 


Conservative Eastern Mutual Company 
wants experienced recruiter-trainer. Address 
Z-6, The National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Illinois. 
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MAN WITH A FUTURE 


Offers imagination, youth, five year success pat- 
tern in life selling, training and direction. 
Interested in Agency Assistant, Manager or 
Home Office Training opportunity. Living in 
Cincinnati, will move. Address Z-8, The Na- 
tional Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 
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J. B. Trotter Goes with 
First Nat'l of New Orleans 


J. Bruce Trotter has resigned as vice- 
president and 


and has gone with 


Before joining Na- 


had been with Pan- 





agency director of | 3 
National Equity | 
Life of Little Rock | 


the First National | 
Life of New Or- || 
leans as director of | 
ordinary agencies. | 


tional Equity he | 
American Life. Mr. | 


Trotter will de- | - 
velop ordinary | 


business for First | 


J. B. Trotter 


south. 


Convention Dates 





National, one of | 
the largest industrial companies in the | 


March 20-22, Small companies spring | 
conference, L.I.A.M.A., Edgewater Beach | 


hotel, Chicago. 

March 21-24, National Assn. of Life 
Underwriters mid-year, Oklahoma Bilt- 
more hotel, Oklahoma City. 

March 30-31, Society of Actuaries, Ho- 
tel Commodore, New York. 

April 4-6—Blanks committee of Na- 


tional Assn. of Insurance Commissioners, | 


New York. 

April 12-13, American Life Convention, 
regional meeting, Hotel Fort Des Moines, 
Des Moines, Ia. 


April 12-14, Zone 4 National Assn. of | 
Insurance Commissioners, Edgewater | 


Beach hotel, Chicago. . 
April 19-20, American Life Convention, 
regional, Hotel Patten, Chattanooga. 
April 22, zone 2 National Assn. of In- 
surance Commissioners, Wilmington, Del. 
April 24-25, American Life Convention, 
regional, Shamrock hotel, Houston. 
April 27-29, Midwest Management Con- 
ference, French Lick Springs, Ind. 


April 27-29, A. & H. conference | 


L.LA.M.A., Edgewater Beach hotel, Chi- 
cago. 

May 1-3, U. S. Chamber of Commerce, 
annual, Washington, D. C. 

May 4-5, Insurance Federation of 
Pennsylvania, annual meeting, Hotel 
William Penn, Pittsburgh. 

May 8-10, L.I.A.M.A. combination com- 


panies meeting, Grove Park Inn, Ashe- | 


ville, N. C 

May 11-13, Insurance Accounting & 
Statistical Assn., annual, Statler hotel, 
Boston, 

May 12-138, Ohio Life Underwriters 
Assn., Biltmore hotel, Dayton. 

May 15-16, Assn. of Life Insurance 
Counsel, spring meeting, Greenbrier, 
White Sulphur Springs, W. Va. 


May 15-17, Canadian Life Insurance | 


Officers Assn., annual, Seigniory club, 
Montebello, Que. 
May 22-23, Life Office Management 


Assn., spring conference, Hotel Fonten- | 


elle, Omaha, 


May 22-24, annual meeting of the | 
Home Office Life Underwriters Assn, at | 


the Hotel Statler in New York City. 

May 24-26, Life Insurers Conference, 
annual, Broadmoor hotel, Colorado 
Springs. . 


June 1-2, Life Insurance Assn. of | 


America, spring meeting, Chalfonte- 
Haddon Hall, Atlantic City. 


June 5-6, Society of Actuaries, Edge- | 


water Beach hotel, Chicago. 


June 5-7, H. & A. Underwriters Con- 
ference, annual, Hotel Statler, New York. 


June 7, Fraternal Actuarial Assn., 
Edgewater Beach hotel, Chicago. 


June 7-9, Canadian Fraternal Assn., | 


St. Donat, Que. 


June 12-16, National Assn. of Insur- 
ance Commissioners, annual, Chateau 
Frontenac, Quebec. 


June 15-17, A.L.C. Medical Section 
meeting, Greenbrier, White Sulphur 
Springs, W. Va. 


June 19-30, Life Officers Investment 
Seminar of American Life Convention, 
Beloit College, Beloit, Wis. 


Jan. 20-21, Life Underwriters Assn. of 
Canada, annual, Royal York hotel, To- 
ronto. 


June 26-30, International Assn. of A. 
& H. Underwriters, on steamer Greater 
Detroit. 

July 6-8, International Assn. of Insur- 
ance Coe@nsel, Greenbrier, White Sulphur 
Springs, W. Va. 

Sept. 18-20, International Claim Assn., 
Greenbrier hotel, White Sulphur Springs. 
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= hrough the ages, men have looked to the sword for 
security. All too often, the sword has brought them only 
to serfdom. Today, men can achieve security with a stroke 
of the pen—and at the same time write their own edict 
of independence. This is what they do when they make 
use of the truly democratic institution of Life Insurance. 

We who are associated with Pacific Mutual are 
proud to be part of this great institution of Life Insurance; 
esecially proud that through the basic protection of our 
Pacific Mutual New and Unusual Savings Plan and our 
complete range of Life, Accident and Sickness, Retire- 
ment, Annuity and Group Plans, we can help men attain 


security with independence. 


Freie Metal cm 


Home Office: Los Angeles, California 


GENERAL AGENCIES IN PRINCIPAL CENTERS THROUGHOUT FORTY STATES 
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Vending Machine 
Competition Shapes Up 


Quite an interesting development with 
considerable competitive interest is de- 
veloping in the field of the insurance 
policy vending machine. 

Until recently the vending machine 
that has been in use is that of Insuro- 
graph Co. and this has been the one at 
the airports. The agreement there has 
been with Associated Aviation Under- 
writers and it has been the policy of 
Fidelity & Casualty that has _ been 
vended for airline passengers, it being, 
intended that these shall be confined to 
passengers in regularly scheduled air- 
craft. The liability, of course, is dis- 
posed among the casualty companies in 
the Associated Aviation Underwriters 
setup. 

Now along has come Goal Insurance 
Underwriters in the Union National 
Bank building, Houston, with their 


“Goaluse Accident Policy.” The insur- 
ance company interested here is Conti- 
nental Casualty. Already Continental 
Bus Lines and Transcontinental Bus 
Lines of Dallas have made a deal with 
Goal to provide trip accident insurance 
in Continental Casualty. Besides this, 
apparently the machine is appearing in 
other places. For instance, there is one 
in the lobby of the Deshler-Wallick 
hotel at Columbus, O. 

It is understood that Goal has been 
seeking to extend the use of the policy 
to other bus lines and to railroads. 


Agreement With Travelers 


It is also understood that Travelers 
Insurance Co., which provides the fa- 
mous railroad ticket accident insurance, 
has an agreement with Insurograph 
whereunder Travelers will provide the 
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The Tide Turns... 


We have our own ideas about the Texas tidelands suit — 
but whichever way that’s decided, we still know that the tide 


is turning to RESERVE LIFE. 


General Agents looking for a Company with salable policies, 
good commissions, and real home office cooperation are join- 
ing up every week. If you’re looking for this kind of General 


Agency connection, write to S. J. Gilbert, Vice President and 
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HOME OFFICE: DALLAS, TEXAS 
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OF ILLINOIS 
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COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 
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policies for the Insurograph vending 
machines if Insurograph is able to per- 
suade any of the railroads with which 
Travelers has an agreement, to allow 
these machines to be installed in the 
stations. So far no such development 
has taken place. 

There is no love lost between Insuro- 
graph and Goal and not so long ago, 
Insurograph brought some litigation 
against the Goal people alleging patent 
infringement, etc. 

The policies of Continental Casualty 
for Goal, of Fidelity & Casualty for 
Insurograph and the Travelers ticket 
policy vary in many respects. 

The Continental Casualty policy pro- 
vides $25,000 death benefit and $25,000 
for loss of both hands, both feet, etc. 
in railroad or bus accidents, $5,000 for 
all other types of accidents, and there is 
recovery of half those amounts for loss 
of one hand, one foot or entire sight of 
one eye. The premium is 25 cents per 
day except that seven days’ coverage 
may be had for $1.50. 


Airplane Coverage 


This means, of course, that there is 
$5,000 insurance for airplane accidents 
so that a person might buy this in lieu 
of the straight aviation coverage of 
F. & C. at the airport and he would be 
getting other accident protection along 
with it. However, the straight airplane 
coverage provides protection for the 
round trip regardless of time when the 
return trip is made at the rate of 25 
cents for $5,000. Of course, another 
difference is that the airplane passenger 
may buy a total $25,000 air accident 
cover whereas his limit under the Conti- 
nental Casualty plan would be $5,000. 

The ‘Travelers ticket policy gives 
$5,000 loss of life, $5,000 for both hands 
or both feet, $2,500 for either hand or 
foot, while riding as a passenger in or 
on a public conveyance provided by a 
common carrier for passenger service 
and propelled by mechanical power on 
land or water only. There is coverage 
of $3,000 for death, $3,000 both hands 
or both feet, $1,500 either hand or foot, 
“if such injuries are sustained elsewhere 
including while the insured is a passen- 
ger in an aircraft operated by a pas- 
senger airline on a regularly scheduled 
passenger trip over its established 
route.” 

But also the Travelers gives total and 
partial disability benefits. For total dis- 
ability Travelers pays $25 a week for 52 
weeks for railroad, bus and related types 
of accidents and $15 for air accidents. 
It pays up to 26 weeks for partial dis- 
ability, $15 a week for the first type of 
accident and $9 for air accidents. Trav- 
elers gets 25 cents a day for this cov- 
erage and also gives seven days for 
$1.50. It goes on to give 10 days for $2 
and there are various rates for more 
extended periods up to 180 days for 
which the premium is $17.50. 

Travelers does not issue the insurance 
to persons outside of age limit 16 to 69. 
This of course could be done with the 
ticket salesman handling the transaction. 
How this feature would be taken care 
of if a vending machine were used is 
something else again. 


Selman Led Pan-American 


The Pan-American Life top produc- 
tion group has 96 members this year, 
an increase of 11 members over the pre- 
vious year. 

President of the club is Francis J. 
Selman, New Orleans, whose produc- 
tion exceeded $1,500,000. Vice-presi- 
dent is Leon Schwartz, life member of 
the Million Dollar Round Table and 
general agent in Miami. 


Johnson Chicago Speaker 


Holgar Johnson, president of Insti- 
tute of Life Insurance, is addressing 
the insurance membership group of 
Union League Club of Chicago at a 
luncheon March 34. Robert L. Hogg. 
executive vice-president of American 
Life Convention, will preside. 
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Del.Congress 
Attended by 210 


The Delaware Assn. of Life Under. 
writers Sales Congress at Wilmington 
had an attendance of 210. George P. 
Shoemaker, Provident Mutual, Ney 
York City, said buyers today demand 
more information and service. He said 
the life agent’s job is like that of a 
farmer who has to have proper equip- 
ment, make a thorough study of his 
problems, where and when to plow, soy, 
cultivate, and harvest his crop. He must 
evaluate the results and make changes 
where necessary. Harold N. Sloane, 
Continental Assurance, Newark advised 
building oneself up with attorneys and 
accountants, showing them how jnm- 
portant the agent’s message is and point- 
ing out this message can apply to their 
clients. 

David B. Fluegelman, Northwestern 
Mutual, New York City, said that the 
business has great possibilities if agents 
will really study. 


Life and Trust Men in 
Joint Venture for Security 


LOS ANGELES—Miles Flint, trust 
officer of Citizens National Trust & 
Savings Bank, before Life Insurance 
Managers Assn. of Los Angeles spoke 
on “A Joint Venture for Security.” 

He pointed out the greater sales of 
life insurance possible from trust com- 
pany activity, citing insurance for wom- 
en, the need for liquidity in estates when 
the wife dies first, which he said is a 
new field for insurance, and declared 
that the sale of insurance for buy and 
sell partnership agreements scarcely has 
been scratched. He said trust com- 
panies and life companies are in a joint 
venture for a sound financial situation 
and for safety and advocated the train- 
ing of men to sell that joint venture. 

Ron Stever, chairman of the joint 
committee of American Bankers Assn. 
and N.A.L.U., reported on a recent 
meeting of bankers in New York, and 
said excellent relations exist between 
the trust companies and the life men, 
with about 40 life insurance and trust 
councils now functioning. 

Kellogg Van Winkle called attention 
to inimical federal legislation. 


Dividends Prolong NSLI Policy 


The federal court at Shreveport has 
ordered the government to pay $10,000 
on a National Service life insurance 
policy that lapsed before the _policy- 


holder’s death in 1947. Mrs. Polka 
Bridges of Shreveport sued on_ the 
ground that dividends accruing were 


sufficient to keep the policy in force. 
Her son, the policyholder, was totally 
disabled for seven months before his 
death. 


_ RECORDS 


Bankers National had an increase in 
applied-for business for January of 28%. 
Paid business was up 43%. 

Kansas City Life’s net business for 
February was $1,632,909 over 1949. 

State Mutual Life had an increase in 
ordinary paid business in February of 
22%. For the first two months ordinary 
production insurance was up 15%. 

Northwestern National liad its largest 
February in history with new ordinary 
of $7,380,495. This was a 26.4% increase 
over February of 1949. 

Group life amounted to $7,506,000, 
largest February in the group depart- 
ment’s history, plus a record-breaking 
volume of group A. & H. 

American Mutual had a 50% gain_in 
new business for February. A similar 
gain was reported for January. New 
business for the first two months was 
as much as for the first three months 
of 1949. 

An increase in new business of 4.6% 
was recorded in February by Home Life 
of New York. The increase for January 
and February combined was 10.6%. 
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Need for F lexible Increase Surplus to New Ins. in Increase Prem. Benefits Total 
Total in Policy- Bus. Force Dec. Income Paid Disburs, 

Assets Assets holders 1949 31, 1949 1949 1949 1949 

. $ $ $ $ ‘$ $ 

Retiremen ge American General Life..... 12,616,536 2,146,13 1,094,617 23,062,864 103,731,138 2,500,635 423,950 1,498,389 
Bankers Mutual ........... 2,488,998 727,116 300,000 11,722,576 26,367,876 1,209,432 145,698 848,303 
Beneficial Standard ........ 5,198,828 1,672,443 3,150,596 6,823,314 14,961,572 5,872,862 1,884,436 4,911,016 
NEW Y ORK—: Any satisfactory so- Benefit Assn. of R.R. Empl. 7,839,359 1,254,068 2,701,074 39,167,881 58,070,986 19,751,901 842,597 $27,672 12,572,013 
i Canada Eile  .......cccess 370,297,664 422,315 21,541,809 184,722,801 1,211,869,524 59,943,074 36,160,840 25,363,073 40,510,147 

nati pensior re- : , 722, ,211,869, , ’ , 
lution of we ation’s cg 1 and j. Columbus Mutual 22.00... 78.143.621 5,588.715 7,681,539 29'872,056 250,044,302 19'713,411 7,949,076 4,488,215 «6,571,729 
tirement problem must take into consid- Gombined American ...... 564,002 19,244 192,144 697,036 1,087,200 644,324 440,247 180,511 429,372 
oration the human values involved as Constitution Life .......... 8,857,701 778,096 1,056,268 871, 662 56,911,540 $25,319 3,338,822 977,526 3,032,004 
er ho & 1 | ananenin Equitable, D. C. ........... 48,207,523 5,065,289 2,500,000 282,695,755 11,664,150 9,369,786 2,699,384 6,335,268 
well as the financial and economic fac- Golden State Mutual .._..., 4,270,204 443,113 2,939,529 50,598,002 3,672,995 3,268,273 788,852 3,093,466 
tors, Holgar J. Johnson, president of Lafayette Life ............ 14,851,000 1,413,530 1,150,539 73,903,329 5,171,076 2,148,960 : 698,267 1,588,026 
: > 2 2 PO 8! ae 45,259,293 5,589,148 3.442, 284 "392 397,083,098 32,201,661 11,298,149 3,065,007 7,722,047 
the Institute of Life Insurance, declared Manhattan Life ........... 54,932,255 4,847,482 1,318,133 -29.7711603 22115291769 12,781,626 «8,801,587 3,817,865 —«*7,114,325 
at the annual savings and mortgage Manufacturers Life ........ 378,313,849 11,500,810 24,874,319 168,109,528 1,113,019,952  38.813.294 49,362,101 22,943,717 Met rg 

ference Ame Bankers Mass. Savings Bank ....... 79,246,575 6,554,027 6,590,637 34,936,962 °364°674,225 22,086,549 9,890,479 4,952,898 7,174,4 
conference of the American Bankers ase. Savings pank --.0--: 1045602,952 913271079 94211624 7813447558 62516141439 23,075,303 19:359.864 5,428,109 14,960,489 
Assn. National Public Service .... 6,969,789 1,074,491 274,461 3,300,402 39,219,094 —386,937 1, cosas 389,978 1,050,707 
One of the problems to be considered, Occidental, N. C. .......-.. 16,311,627 1,773,694 1,130,939 18,554,391 87,637,861 8,378,439 810,796 2,153,761 
7 he tt f ret t at Pacific National .......... 10,253,377 1,284,882 1,258,380 15,109,980 70,242,231 7,310,324 512,702 1,555,489 
he said, is the matter of retirement at a Peoples Life, D. C......... 53,702,191 6,372,840 2,602,250 84,6 294,043,169 19,156,670 3,011,798 10,725,497 
fxed age and what leeway should be State National ........... 786,556 68,506 160,800 4, 9,288,050 —44,358 70,265 1 285308 
‘ > 2 é United Fidelity ........... 20,580,819 2,384,407 2,006,066 12 1503, "303 97,140,972 6,165,360 792,789 969,790 
provided to permit the individual to re Victory Mutual .........-.. 3,070,959 391,598 460,428 4,428,961 29'829'064 1,676,761 174,724 477.168 
main employed neg 0 fap ag Wisconsin State Fund ..... 1,255,310 57,375 154,413 356,500 4,097,600 279,215 89,430 110,056 

> mphasizing that there is all the FRATERNALS — py . 
date. Emp 8 Gleaner Life ............-- 11,056,169 444,543 4,572 3,289,261 44,503,865 1,135,518 625,824 1,048,628 


difference in the world between being 
able to retire and being compelled to 
retire, Mr. Johnson continued: 

“Is it not wise to recognize among 
other things the productive and physi- 
cal usefulness of the employe? Should 
the person be ‘condemned’ to inactivity 
and to the atrophy of disuse, both phys- 
ical and mental? 


May Need Older Workers 


“It may well be, too, that the produc- 
tive requirements of the nation may 
need these ‘oldsters’ in the years ahead. 
For it is a fact that the aging of our 
population has been steadily narowing 
the productive base of the nation. For 
example, in 1900 there were 13 people 
aged from 20 to 64 for everyone in the 
population over 65. Today this pro- 
portion is down to about eight to one. 
Over the next few decades, based on 
present trends, the experts expect that 
the proportion may go down to as low 
as five to one. Early retirement will 
naturally accentuate this trend. 

“It is true that increasing produc- 
tivity and technology may compensate 
for much of this as far as overall pro- 
duction is concerned. But why narrow 
the nation’s productiwe base arbitrarily 
except when and where necessary, and 
particularly when there is so much to 
gain in human as well as economic 
values by permitting more leeway as to 
retirement age?” 

In discussing the broad economic as- 


pects of the question, Mr. Johnson 
stressed the effect of inflation on the 
future effectiveness of pension pro- 


grams as far as the recipients are con- 
cerned. 


Mutual Benefit H. & A. 
Advances Carden, Horan, 
long and Schonberg 


H. C. Carden, superintendent of agen- 
cies of Mutual Benefit Health & Acci- 
dent, has been given the additional title 
of assistant treasurer. He has been with 
Mutual Benefit since 1931 and_ has 
charge of the national magazine adver- 
tising campaign: “Live Safely, Live 
Happily.” 

The company also advanced P. E. 
Horan to general attorney; D. A. Long, 
supervisor of A. & H. underwriting 
smce 1936, to chief underwriter, and D. 
If Schonberg to chief statistician. 


Beneficial Ups Nelson 





Ivan W. Nelson 
has been named field 
Spervisor by Bene- 
ficial Life. He joined 
the company as an 
agent in 1946. A 
quality award winner 
or two years, he is 
a member of Bene- 
feial’s Quarter Mil- 
lion Dollar Club. He 
is a navy veteran. 








XUM 





Seek eases Field: a 
N. Y. Trust Investments 


A bill has been introduced in the New 
York state legislature to liberalize the 
law governing investment policies of 
trust officers and to provide for a modi- 


fied “prudent man” rule. The key pro- 
vision of the measure is a clause giving 
to trust officers authority to invest in 
issues not otherwise eligible, both bonds 
and stocks, in the discretion of the trus- 
tee up to 35% of the value of the trust. 
At present, trust officers are limited to 
a restricted list of bonds. Twenty states 





have a prudent man rule which leaves 
the investment of trust funds to the dis- 
cretion of the trustees, 12 states, in- 
cluding New York, permit the invest- 
ment of trust funds only in bonds, and 


16 states have the modified “prudent 
man” rule. New York State Bankers 
Assn. want its state in that group. 








43rd Annual Statement 
For Year Ending December 31st 


ASSETS 


United States Government Bonds.................00c0eeeees 
Corporate, Public Utility and Other Bonds............. aren 
ND ode aD neg Ce Gf oe Ney, 
First Mortgage Loans on Real Estate........ En Ne Re ; 
Loans on Company’s Policies...................0000 ee eeeeeees 
Stocks—Preferred and Common...... 2 Sat eb OTA, Da eras woe 
Insured Savings and Loan Shares...................00eceeeeeee 
To ov :600 bee eek cin sdeds aii ats ae Srlsc sae ess we dg 
Casly in’ Bankes .... 2... 00050 cece bee M eos tei Nat tee Me a ha Baa 
Net Outstanding Premiums....................-00 00 ee ee eens 
Real Estate, Including Home Office Building re rT eer 
Interest Due and Accrued and Other Assets. ele ee Ane eee eee 
Total Admitted Assets................000 000: hh epee r,) 


reserve: ami POnoieds «> x00 s cece Sie Sede Fe weds o ele RAP Ae ee 

Hesexve: for Prust Pund es cc ccc cincccecesccidccesecedesecvcces 
Reserve for Coupons and Policy Dividends..................... 
Premiums and Interest Paid in Advance...................2+44. 
Reserve for Reduction in Interest Assumption.................. 


Reserve for Claims—Proofs Incomplete...... 
Reserve for Taxes...............eee secu 


PEOPLES LIFE INSURANCE COMPANY 


. . .$3,820,240.14 
+» 9,165,240.95 


All Other Liabilities................ Pi VEws on cs eee dee j 
Total Liabilities ....... Pica tesa hua Perey or ry eas 
Reserve for Contingencies... . innieraate laches ane yo 
ee Sn ea ie dels V0 spain aie 
Surplus Unassigned ..................... cians tl ee bbs 
Total Surplus to Policyowners...... $aVONss  SRURTEL eee 
Total .... ede dde wi bee tikes o04ss eee 
INSURANCE IN FORCE..............00.00000- Chee tad al ; 


1949 


$12,985,481.09 
6,151,195.17 
1,188,416.74 





380,800.00 
499,567.03 
357,411.81 
71,294.61 
120,285.70 
$21,754,452.15 


$17,667,325.45 
790,547.23 
508,959.02 
309,388.40 
777,322.27 
82,977.60 
58,755.01 
32,104.14 
$20,227,379.12 








827,073.03 
300,000.00 


1,527,073.03 
$21,754,452.15 
+ — $98,950,205.00 
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SALES CONGRESS DRAWS 700 





N.Y. Agents Get Tips.on Working 
in Natural Nests of Prospects 


By DONALD J. REAP 


Better producers get to know a par- 
ticular market whether it be among 
doctors or another professional group, 
people in a geographical area, or other 
natural nests of prospects and _ con- 
tinually circulate in it, A. R. Jaqua, 
Southern Methodist University, said at 
the annual sales congress of the New 
York City Life Underwriters Assn. He 
urged agents to analyze their business to 
locate markets they are not reaching. 
He recalled one successful producer who 
at different times found that he needed 
to write business life, women, juvenile, 
etc., as his production had not included 
those markets. 

Sadler Hayes, Penn Mutual, was gen- 
eral chairman of the meeting at which 
the attendance was about 700. The 
theme of the day was prospecting. Other 
speakers were Selby L. Turner, New 
England Mutual; Knox Ide, attorney; 
and William T. Earls, Connecticut Mu- 
tual, Cincinnati. ; 

A’ four-man prospecting panel con- 
sisted of Thomas Egan, John Hancock; 
|. Ellis Grell, Connecticut General; Ed- 
ward L. Sweedler, Union Central, and 
Max H. Weis, Penn Mutual. 


Six Places and Reasons 

Every day an agent needs six places 
to go and a reason for going there, 
Mr. Jaqua said. He cautioned against 
entering the solution phase of the sale 
before finding the problem. Find_ the 
problem, get the prospect to admit it, 
fix it, and then close, he recommended. 
Don't be afraid to ask the prospect to 
buy. oe ‘ 

He told of S.M.U. statistics which 
showed that the agent who works 40 
hours a week can make $150. He recom- 
mended having a disciplined business 
and sales day and week and how wast- 
ing time on morning coffee, long lunch 
hours, office paper work, etc., costs the 
agent money. He illustrated the loss 
of money with a cardboard on which 
dollars were pasted and showed how 
the agent throws them away by wast- 
ing his time. He said “this is a lousy 
business for a hermit.” He recommended 
developing a sales talk and practicing 
it until it can be used with precision. 

Mr. Turner told how he had broken 
into the field of selling doctors and had 
concentrated on selling them for the 
last ten years. He knows his way around 


——INCREASE YOUR INCOME— 


You make more money selling when you represent 
a society that’ has a complete line of modern life 
insurance contracts. 

Life insurance contracts that provide PROTEC- 
TION to take care of every need—INCOME for the 
assured — PROTECTION FOR DEPENDENTS — 
EDUCATION of children—MORTGAGE payment— 
ACCIDENT protection—SALARY replacement, help 
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hospitals, has a long list of clients from 
different medical schools and uses all of 
them to expand in the field. In making 
calls at business houses, he recommends 
letting people know he is in the insur- 
ance business. “In this way others in 
the office will regard you as the com- 
pany’s insurance man, have more con- 
fidence in you. This gives you a better 


entree.” 


WAY TO BIGGER CASES 


Business insurance was Mr. Earls’ 
theme and after stating what a broad 
market there is for it and noting that 
17% of his company’s business comes 
from that source, he said that it is one 
of the best ways to write bigger cases. 
He surveyed sales in his agency for the 
last three years. Of those of $25,000 
face amount or over, only 29% were 
personal insurance. All the rest were 
business insurance cases. 

He developed the theme that busi- 
ness insurance is simple and not beyond 
the ability of the average agent. He 
said that greed is basically perhaps one 
of the greatest motivations for buying 
it. Separate the partners and get them 
to think about what will happen to the 
business in case the other partner dies. 
He suggested the simple approach of 
telling a man “I have a plan to keep 
women out of your business,” or ask- 
ing him “Did you ever think your next 
partner might be your partner’s wife’s 
second husband?” 








Basic Questions to Ask 


The basic questions to ask the partner 
are “Have you a buy-and-sell agree- 
ment?” “Is it insured?” “Is it in the 
proper amount?” He suggested not ask- 
ing what the business is worth but 
what it will cost to replace one of the 
partners if he is lost. There is a great 
deal of difference, he warned. “Don’t 
believe that because he has a program 
he is already spending all the money 
he can afford,” he said. “The man who 
has business insurance already knows 
it is good and maybe needs more.” 

If the agreement is not insured, tell 
him that life insurance is the only way 
financially for him to be able to buy 
the business if his partner dies. | 

He recommended getting the insur- 
ance sold and then worrying about 
bringing in the lawyer, setting up the 
trust agreement, etc. 

Stockholders need the insurance be- 
cause there is never any guarantee that 
the survivor will not increase his salary, 
and leave no money for dividends to 
stockholders. No court will order him 
to declare a dividend. That is for man- 
agement alone to decide. 

If the man has a son for whom he 
wants to build up the business, and 
doesn’t want a buy-and-sell agreement, 
point out that he cannot be sure that 
the boy will want to enter the business. 
Recommend that he buy the insurance 
and enter a buy-and-sell agreement, and 
have a lawyer draw up a contract which 
will allow the son to buy into the busi- 
ness if wants to. 


Works Through Lawyers 


Mr. Ide, a lawyer, told how an agent 
with a long term low pressure approach 
had worked his way into his confidence 
with the result that considerable busi- 
ness has gone the agent’s way. There is 
no agreement to this effect and his 


clients are free to place any insur- 
ance which he may recommend, and he 
said that he does not always recom- 
mend it from his own agent if he has 
one. Otherwise, he mentions that he 
knows an agent who is competent and 
able to do the job. 

Prospecting among lawyers is a 
serious but a profitable field, he said. 


Prospecting Panel 


Mr. Egan told how he prospects 
through the simple expedient of getting 
to know the neighbors of everyone on 
his debit and expanding in that way. 
Mr. Grell, a former accountant, uses 
an estate-planning approach and_ said 
his clients do not necessarily need even 
a five-figure income. He explores all the 
business and personal property interests 
of his clients. He suggested not being 
furtive about asking for referred leads. 
“Come right out and ask for the name 
of another person to see,” he recom- 


mended. 
Mr. Sweedler gets to know people 
through the many organizations of 


which he is a member and tries to ar- 
range for a serious talk about life insur- 


Rule Premiums Taxable 


on Group Permanent 


(CONTINUED FROM PAGE 3) 


ance is considered a permanent form and 
all of each premium paid for paid-up or 
level premium insurance with respect to 
an employe under such a plan, less any 
employe contributions on account of 
such premium, is required to be included 
in the income of the employe for the 
year in which the premium is paid. Thus 


if each premium for paid-up or level 
premium insurance for an employe is 


provided from employe contributions on 
account of it, no premiums are consid- 
ered paid by the employer for a perma- 
net form of insurance under such a plan. 

“Where a premium for’ insurance 
would be required to be included in the 
income of an employe in accordance with 
the foregoing rules but the right of the 
employe to permanent insurance or 
equivalent benefits, other than current 
term insurance, provided by the premium 
is forfeitable in case of subsequent sep- 
aration from service, the insurance is 
not considered a permanent form when 
the premium is paid and nothing is re- 
quired to be included in the employe’s 
income on account of the premium pay- 
ment. The value of any permanent in- 
surance or equivalent benefits in which 
the right of an employe changes from 
forfeitable to nonforfeitable in case of 
subsequent separation from service is 
considered a premium paid for a _ per- 
manent form of insurance at the time 
of the change and such value, less any 
employe contributions on account of the 
change, is required to be included in his 
income for the year in which the change 
occurs, 

“As used above, a premium with re- 
spect to an employe is the gross pre- 
mium without adjustment on account of 
any credits such as dividends which are 
determined with respect to the premi- 
ums under the group policy as a whole 
or with respect to premiums other than 
that particular premium. 

“Group-permanent life insurance pre- 
miums required to be included in the 
income of an employe are subject to 
withholding under section 1622 (A) of 
the internal revenue code. 

“This ruling does not apply to a pre- 
mium paid by an employes’ trust ex- 
empt under section 165 (a), as amended. 
So much of a premium so paid as is 
used for current life insurance protec- 
tion for an employe and is paid from 
contributions of. the employer or earn- 
ings thereon constitutes inceme to the 
employe for the year when paid and 
must be reported on form 1099 but no 
part of the premium is subject to with- 
holding. See sections 29.165-6 and 29.147-2 
of regulations 111. As amended, and 
section 405.101 (B) or regulations 116, 
as amended. 


estions 


ance and from then on to set up a 
program. 

Mr. Weis uses direct mail, sending 
out about 100 letters a week, from 
which he has a 10% or 12% response 
he said. He gets 65% of his busines. 
from direct mail. He said that people 
who answer direct mail expect some. 
one to call in reply. 

The reception committee under Tim. 
othy Foley, general agent of State 
Mutual, did a good job. Out-of-towners 
had tickets to “South Pacific” and other 
niceties. Harry Ard, Connecticut Gen. 
eral, president of the association, pre. 
sented the speakers certificates for their 
service. 





Waldo in Company Post 
Columbus Mutual Life has appointed 
Ralph E. Waldo regional agency or. 
ganizer. He has been an agent at Irop. 
ton. 
Mr. Waldo entered life insurance jp 


1940 with Equitable of Iowa at Colum. 
bus. He is an army veteran. 


~ FRATERNALS 


Ben Hur Life Figures 

Ben Hur Life’s assets, at Dec. 3 
were $19,845,694, major asset items be- 
ing mortgages, $1,013,329, bonds $15, 
148,062 and stocks, $1,208,481. Income 
for 1949 was $2,369,409. Benefit pay- 
ments were $1,329,087. Income was $2,- 
369,409. Surplus is $986,567, besides 
which there is a $2 million reserve for 
general contingencies. Insurance in 
force at Dec. 31 was $56,641,941 as 
against $57,873,489 a year earlier. Net 
rate of interest earned was 3.36%. New 
business issued dyring the year, exclu- 
sive of revivals and increases, was $4, 
471,032. 











Fidelity Sets Sales Record 


Fidelity Life of Fulton, III,  estab- 
lished a new sales record for January, 
when sales topped the half-million mark, 
up 39% over January, 1949. Iowa led, 
with Illinois and Wisconsin second and 
third. 


Fraternal Actuaries Meet June 7 


The Fraternal Actuarial Assn. will 
meet at the Edgewater Beach hotel, 
Chicago, June 7. The program has not 
yet been announced. 


Maccabees Corrects Figures 


Misinterpretation of a questionnaire 
on the part of the Maccabees resulted in 
the reporting in The National Under 
writer of Feb. 24 of incorrect figures it 
two categories of the annual statement 
figures of that organization. Where the 
surplus to policyholders was reported as 
$606,119, it should have been $7,090,154. 
The increase in insurance in-force should 
have been reported as $7,200,788. 





B. W. PERKINS, 73, president ol 
National Ideal Benefit Society of Rich 
mond, died. 


COL. THOMAS E. PATTERSON, 
83, former comptroller and retired vite 
president of Woodmen of the World, 
died in an Omaha hospital. 

Colonel Patterson gained his army 
rank in the Spanish-American war. He 
joined Woodmen at Chattanooga, Tenn. 
in 1897. He was elected national aud- 
tor and appointed vice-president im 
1929. He resigned as vice-president ™ 
1945, continuing as auditor until last 
November when he became supervisor 
of securities. s 


—<—— 
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Illinois 1949 
Results Given 


All figures are for ordinary unless desig- 
ated (G) for group or (I) for industrial. 
New business figures include business revived 
reased as well as new business paid- 


and ine 

- ILLINOIS COMPANIES 
New Business In Force 
alg. L. & H.....- 27,500 57.750 
saat (G) 1,554,000 11,701,000 
Bankers Life & Cas. 3,924,598 17,691,714 
(G) 889,000 870,500 
(1) 2,888,915 2,876,376 
Bankers Mutual 5,518,132 11,982,011 
Ben. Assn. Ry. Emp. 1,248,407 1,964,755 
(G) 5,647,617 7,640,617 
central Life «.-...- 4,971,167 33,171,129 
(G) 89,500 182,000 
(1) 787,950 900,855 
Continental Assur... 21,819,738 113,881,467 


(G) 42,933,356 142,474, 836 





Country Life ....-- 52,340,913 392,299.726 
(G) 1,449,250 3,459,750 

Federal Life ....... 6,874,827 49,507,088 
(G) 1,742,350 4,769,150 

) reer 2,027 

Franklin Life ...... 15,725,366 90,626,463 
‘Globe Life ....:%..-. 2,081, 143 31,297,002 
(1) 2,031,818 

Great Lakes ......- 4,468,343 
(Gi) 3,165,893 

Horace Mann ..... 50,000 
Illinois Bankers ... 51,592,907 
(1) 955,108 

Jackson Mutual ... 955,162 
(G) 138,000 

(1) 9,029,372 

Metropol. Mu. Assur. 925,000 
(I) 22,757,435 49,092,269 

Mutual Local 134(G) 1,230 702.000 
Mutual Trust ...... 3,387,263 53,315,077 
North Amer. Acc.. 984,478 2,808,490 
(G) 64,000 121,000 

North American ... 4,713,911 26,784,101 
(G) 189,500 465,050 

*Old Rep. Credit... 12,624,772 14,232,188 
(G) 9,243 89,964 

Reliance Mutual we 1,629,723 6,952,675 
2 2 A a A 94,625 

‘Rockford Life Bea 1,815,137 14,229,087 
(1) 5,865,500 22,462,007 

Mate. Warm «ccs se 6,454,465 35,457,111 
(ey. $18,773 

Sterlin® ...cccccvce 6,317,813 27,272,875 
(G) 222,000 510,500 

Supreme Liberty 1,822,933 8,384,131 
(G) 227,562 484,561 

(1) 7,540, 824 23,917,892 

United, Chicago a 1,190,250 2,256,783 
(G) 1,496,000 1,110,000 

(1) 9,342,980 21,139,070 

Victory Mutual 438,284 2,906,062 
Washington National 4,388,080 30,869,535 
(G) 4,097,270 21,599,471 


(1) 6,880,329 25,128,405 
Western Mutual 356,951 3,535,020 


OTHER STATE COMPANIES 
Acacia Mutual ..... 5,827,600 57,489,713 
Reina. LMG 660k occ » 14,695,272 147,580,771 
(G) 123,396,204 477,753,164 
Aion: iealthy MG. “sssces  § °° ‘auvuce 
American H. & L... 255,723 485,266 
(G) 139,000 127,000 
American Mutual .. 1,694,778 11,411,196 
(ME AAS re 34,500 
American National. 10,220,294 », 881,772 
(1) 5,510,257 37,114,876 
Amer. Stand., D.C.. wees 612,699 
(G) 153,000 1,700,400 
American United 2,840,868 21,028,012 
Bankers, Iowa ..... 8,958,392 107,993,353 
(G) 4,551,279 35,569,572 
Bankers, Neb. ... 2,798,032 14,213,236 
Bankers Sec., N.Y. (G) 1,143,155 692,380 
Benef. Stand., Cal. 249,500 488,826 
Berkahire ..wesecce 1,515,591 19,429,243 
Business Men’s ee 3,133,342 13,952,816 
(G) 63,000 51,000 
Central, Iowa ...... 3,338,125 28,854,998 
College Life ....... 1,636,500 2,550,000 
Columbian Natl. ... 2,343,384 16,580,570 
(G) 302,360 627,360 
Columbus Mut. .. 292,432 10,542,297 
Commonw'lth L.& a 817,175 964,012 
(1) 19,640,081 14,131,141 
Conn. General ..... 9,032,256 82,499,833 
(G) 31,938,219 95,072,477 
Conn. Mutual ...... 18,119,837 153,826,487 
we. ae 1,750,538 1,197,387 
Equitable Soc. ‘os 51,852,465 618,529,832 
(G) 122,431,029 466,528,293 


Equitable of Towa.. 
Expressmen’s Mut... 
Farmers, Iowa 


10,628, 843 





Federal I. & C..... 815,254 | 
Fidelity H. & A..... 43, 000 43,750 


XUM 





New Business 
$ 


Fidelity Mutual 
General American 
(G) 
Girard Life ....... 
Golden State Mut... 


Guarantee Mutual .. 
Guarantee Reserve.. 
Guardian, 
Home, N. 
Indianapolis ....... 
Inter-Ocean ......-. 


Jefferson Natl. .... 
Jefferson Stand. 
John Hancock 


Kansas City 
Lafayette 

Life of Va 
Lincoln Mutual 
Lincoln Natl. 


Loyal Protective 
Lutheran Mutual ... 
Mammoth L. & A... 


(lp 
Manhattan, N. Y.... 
Mass. Mutual ...... 
(G) 
Metropolitan ...... 
(G) 
(1) 
Michigan .......... 
Midland Mutual 
Minn. Mutual ...... 
(G) 
Missouri. ..... wee 
(G) 
(1) 
Monarch, Mass. .... 
Monumental, Md. .. 
(1) 


Mutual Ben. 
Mutual, N. 

National Ben., Iowa 
National Home, Mo. 
National L. & A... 


Life... 
Y 


National, Iowa 
National, Vt. 
National Trav., Ia.. 
New England Mut.. 
New York Life..... 
North Amer. L. 3 
North Am. Reassur. 
Northern, Wash. 

N.W. Mutual 

N.W. National 


Occidental, Cal. 
Ohio National 

Ohio State 
Old 
Pacific 


Mutual 


Pan-American 


Paul Revere ....... 


Penn Mutual 
Peoples, Ind. 


Philadelphia 
Phoenix Mutual 
Postal L. & C.. 
Provident L. & iA: 


Provident Mutual 
Prudential ........ 


Quaker City 


Reliance 
Republic Natl. 


Reserve Life 


(T) 
Security Mut., N.Y.. 


(G) 

Service, Neb. ...... 

Standard, Pa. ..... 
Standard, Ind. 

State, Ind. ...ceses 

State Mutual ...... 

+) 

Gam, ME. .cciccosas 

(1) 


Superior, Pa. ...(1) 
Travelers 


(G) 
Union Central eee 
Union Labor ...... 
(G) 
Union Mutual ...... 
(G) 
United Benefit aa 
Wi We Bo hee ccc. 
(G) 


COMPLETE 


LIFE INSURANCE EDITION 








4,051,434 
2,547,700 
8,194,605 

194,505 





512,237 
1,725,121 
1,622,014 





22,295,337 
2,501, 
694, 936 
133,500 





3, 350, 599 

799,371 
22,689,528 
3,191,202 


135,135,042 
249,5 


11,542 
53,523,391 
80,916 
826,778 
2,629,428 
1,612,931 
2,513,324 
306,500 
6,652,833 
1,819,108 
5,327,000 
5,579,671 
19,403,683 
19,717,023 





im 1488.2 


23,518,646 


63,063,121 


6,982 





12,564,354 
323,500 
6,373,189 
626,616 
1824,777 
5, rb 998 





1, 659, 152 
550,760 
2,653,000 
7,460,250 
151,628,860 
66,134,004 
39,856,930 
4,057,035 
2,437,958 
40,352,746 
397,500 





9,270,161 
2,452,636 
2,424,693 
4,280,989 

142,204 


21,841,045 
153,809,834 


6,516,188 
753,658 


16,308, 159 


~ 





In Force 


30,595,791 
28,003,029 
33,967,204 
1,741,777 
1,541,563 
3,216,045 
17,750,674 
31,613,462 
50,485,958 
35, 


984,326 
5,950,451 
4,643,154 

409,203,056 
150,347,828 
141,520,426 
23,567,197 


2,939,080 
21,886 
231,312,243 
23,806,921 


2 269, 543 
6,922,167 
233,775, 244 
7,084,525 


689,810,660 


835,788,928 
842, hey 601 
05,415 

9 HH 692 
26,122,912 
2°710,377 
4,904,634 
205,000 
9,492,468 
6,542,460 
37,119,762 
39,156,290 
219,995,051 
344,744,123 
36,633,516 
1,860,300 
80,369,434 
6,733,190 
61,079,680 


242,545,237 
880,062,954 
60,887 
10,769,600 
1,280,576 
596,858,932 
67,253,462 
2,095,901 
49,481,506 
27,026,251 
24,687,057 
7,174,072 
8,819,214 
52,762,772 
677,500 
5,966,601 
203,000 
13,846,859 
51,000 
231,453,305 
6,226,305 
156,200 





1 702, 2 984 


67.151,507 


»481,978,157 


223,524,184 


650,306,770 


2,039,337 
26,993,055 
39,246,736 


4, 923, 776 
608,500 
3,678,971 
89,311 
995,814 
6,557,714 
78,857,270 
6,970,627 
8,829,146 
17,303,889 
123,427 


273,915,685 
513,253,119 


83,803,117 
1,447,764 
8,353,500 
6,013,735 

34,000 

39,383,934 
3,323,350 

16,982,053 


PROTECTION 


Agency Franchises Available 


ft Vie, 


COS COP7 CE 


INDIANAPOLIS 


if 


NDIANA 





New Business In Force 
$ 





Western & South... 18,302,544 141,411,330 
(G) 424,840 2,105,600 
(I) 136,581,475 
Wisconsin Natl. 9,749,327 
Wood. Cent. Assur.. 205,289 
Woodm., Cent. Life.. § 21 2,044,301 
World, Neb. ....... 1,9 32,045 > 6,074,013 
(G) 18,600 153,100 
MUR  idvtcdtedes*  \Veigtea s) ') @ebtan 
FOREIGN COMPANIES 
Canada Life ...... 370,383 
(G) 521,400 





Pay ee 16,175,835 
(G) 1,080,000 
neta 1,840,697 


91, 127, 295 
29,640,189 
20,075,123 


Great-West 


Manufacturers 








Sun of Canada ..... 6,997,584 82,782,182 
(G) 35 rt 854,056 
Total Ord., 1949.. 1,159,303, 332 10, 842 ,519, 383 3 


Total Group, 1949 925,717,472 3,227,337,901 
Total Indust., 1949 262,036,812 2'134.386.043 
All Classes, 1949.2,347,057,616 16,204,243,327 


10,254,792,713 
3,039,000,968 


Total Ord., 
Total Grp., 


1948. ae 153,844,476 
1948. .1,119,614,706 





Total Indust., 1948 222,72 2,088,292,693 
All Classes, 1948.2,496,183,5: 54 15,382,086,374 
*Does not include State Life fund. 


American Bankers fand. 


Comprehensive Welfare 
Plan for Liquor Truckers 


A comprehensive welfare program in 
the general trucking industry to be fi- 
nanced by employer contributions equal 
to 3% of payroll and including many 
major wholesale liquor distributors has 
been written on approximately 500 
steady drivers in the wholesale liquor 
industry in New York City. It will 
provide $1,500 of life insurance, $1,500 
accidental death and dismemberment, 
weekly disability benefits from $30 to 
$40 per week, $200 surgical and Blue 
Cross hospitalization for members and 
dependents. 

“Extra” drivers will also get some 
insurance benefits. Actuarial and admin- 
istrative studies were prepared by Mar- 
tin E. Segal & Co. which firm will con- 
tinue in a consulting capacity. 

The plan is underwritten by the Blue 
Cross (Associated Hospital Service) and 
Aetna Life. 


tIncludes 





Pacific Mutual Rewards 
Kraus Agency for Record 


The A. FE. Kraus agency, Los An- 
geles, has been named by the Pacific 
Mutual Agency Assn. as 1949 winner 


of the John Henry Russell award to 
the general agency showing the best 
all-around record. Presentation of the 
award was made to Mr. Kraus by Earle 
S. Rappaport of Chicago, president 
of the association, at a luncheon near 
San Diego, where the agency staff were 
guests of Pacific Mutual. 


Progressive of Indianapolis 
Reinsured; Short of Funds 


Because of financial difficulties dis- 
covered by the Indiana department, Pro- 
gressive Life of Indianapolis has been 
reinsured by Guarantee Reserve Life of 
Hammond, Ind. The department ex- 
aminer found a number of unpaid claims 
against the company and outstanding 


checks issued by its president, Donald 
Smith, which there were no funds in 
the bank to cover. It was said that 


Mr. Smith admitted falsifying the com- 
pany’s 1948 annual statement. Mr. 
Smith agreed to work with the depart- 
ment for the good of the policyholders, 
having given that alternative to being 
prosecuted on a bad-check charge. 

Progressive Life had about $500,000 
of life insurance in force on some 1,400 
policyholders. 





J. Doyle DeWitt, 
assistant to the pres- 
ident of Travelers 
since 1945, has been 
named vice-president 
of all the Travelers 
companies. He has 
been with the group 
since 1925, most of 
the time in claim 
work. 

@ ‘ 





Life of Ga. Convenes 
In Two Cities April 12-13 


Life of Georgia has arranged a con- 
vention beginning April 12 with a tour 
of the new home office facilities. The 
delegates then will board a_ special 
streamliner for Savannah, where further 
sessions will be held April 13 at the 
General Oglethorpe hotel. Convention 
delegates earned places in a “keep on 
the line in ’49” ‘sales promotion pro- 
gram, theme of which was a stream- 


lined train. 





|| ACTUARIES 


CALIFORNIA A 

















COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisco Los Angeles 


Denver 

















ILLINOIS 


THOMAS and TIFFANY 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 




















Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 


1e S. Le Salle St., Chicago 3, Illinois 
Telephone FRanklin ee 
Harry S. Tressel, M.A.1.A. 
M. Wolfman, F.S.A. Wm. H. Gillette, C.P.A. 
N. A. Moscovitch, A.S.A. WwW. P. Kelly 
W. M. Barkhuff, C.P.A. Robert Murray 











INDIANA & NEBRASKA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 



































MISSOURI 
NELSON and WARREN | 


Consulting Actuaries 
915 Olive Street, Saint Louis 
Central 3126 


NEW YORK 


Consulting Actuaries 
Auditors and Accountants | 


Welfe, Corcoranand Linder | 
110 John Street, New York, N. Y. 
| 


























PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 








THE BOURSE 


VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
RICHMOND ® ATLANTA 
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Metropolitan Gives 
Banks Details of 


Small-Loan Plan 


NEW YORK—Copies of Metropoli- 
tan Life’s plan for making small busi- 
ness loans have been released to the 
more than 2,500 banks with which the 
company has accounts or from which 
it has received inquiries. The plan was 
first suggested at the December hear- 
ings of the joint committee on the eco- 
nomic report. 

The plan is limited to loans: to cor- 
porations because of the requirements 
of the New York insurance law but ef- 
forts are being made to have the law 
amended to permit loans to small busi- 
nesses and partnerships, President Le- 
roy A. Lincoln said. 

If the local bank will take 10% of the 
loan on a prorata basis and stay with 
it for its term, and submit it to Metro- 
politan for approval based on soundness 
and legality, the company will take the 
remainder and pay a fee to the bank 
for servicing the loan. The plan is not 
intended for use where loans can be 
made by customary bank plans. It is a 
supplement to present means of supply- 
ing credit. The company has received 
numerous direct inquiries and has asked 
that prospective borrowers first inquire 
at their local banks. _ 


U. of Il. Study SI Shows 
Key-Man Insurance Field 
Badly Needs Cultivation 


Adequate insurance can be important 
to business as adequate inventories and 
personnel, yet one important type of 
insurance—provision for liquidation of 
interests in event of the death of a key- 
the 


man without loss to company or 
sacrifice by the heirs—has been neg- 
lected by both business men and _ life 
agents. 


The extent of this neglect is revealed 
in a bulletin on “Business Life Insur- 
ance” published by the University of 
Illinois bureau of economic and business 
research. Authors are Robert I. Mehr, 
associate professor of economics and 
head of insurance courses, and Hugh 
G. Wales, associate professor of market- 
ing. 

They conducted a survey of 580 busi- 
ness units to determine how business life 


insurance is being used. They found 
business men uninformed and uninter- 
ested in this type of coverage. Only 
three companies in eight carried any 


form of life insurance protection which 
would provide for liquidation of interests 
in event of the death of a key-man with- 
out loss to the company or sacrifice by 
the heirs. Over 37% of the companies 
without this protection had never been 
approached by insurance agents on the 
subject. 


See Widespread Need 


From the results of the survey the 
authors conclude that there is a definite 
need for more effective education in 
business insurance for both the life 
agent and the business man. The agent 
especially needs this education because 
of the problems arising from the writ- 
ing of business life insurance. In writ- 
ing this bulletin the two professors have 
undertaken to enlighten both business 
men and life agents on the uses of life 
insurance and on the market for it. 

The study has been limited to two 
uses for business life insurance: (1) 
business continuation insurance as it 
relates to sole proprietorships, partner- 
ships, and corporations; and (2) key- 
man insurance. Cities used in the survey 


were Peoria, Granite City, and Kanka- 
kee, Ill.; Evansville, Ind., Fort Dodge, 
Ja., Jefferson City, Mo., and Janesville, 


Wis., where local business development 
organizations such as chambers of com- 
merce cooperated in suggesting the sam- 
pling used. 

Because small sales 


businesses with 


volumes and with fewer than five em- 
ployes ordinarily are not considered the 
best prospects for this type of insurance, 
only firms with an annual sales volume 
of more than $50,000 and more than five 
employes were selected. Another limita- 
tion of the sampling was to businesses 
which were locally owned, so that the 
investigators could talk with the policy- 
making executives. 

About 60% of the businesses were 
selected for interview from lists supplied 
by the local chambers of commerce in 
the five smaller towns in the survey and 
approximately 30% were thus chosen in 
the larger cities, Peoria and Evansville. 

Copies may be had free from the uni- 
versity headquarters at Urbana. 


Wisconsin Society Speakers 


At its last two meetings Insurance 
Society of University of Wisconsin 
heard Roman Vetter, past president Wis- 
consin Life Underwriters Assn.; James 
Neis, Madison area educational director 
for Northwestern Life, and Daniel 
Kerth, Robert W. Baird & Co., Madison. 
Commissioner Lange will be the speaker 
for a meeting March 21. 


Equitable Ups Byrne 

Frank H. Byrne has been appointed 
superintendent of the premium collec- 
tion department of Equitable Society. 
He joined the company in 1920 after 
naval service and was appointed assist- 
ant superintendent of the premium col- 
lection department in 1940. 


Name Cincinnati Speakers 
CINCINNATI—Raymond Moley 
well known editor and author, will speak 
at the annual open luncheon of the Cin- 
cinnati C.L.U. March 17. M. M. Rosser, 
a leading agent for Phoenix Mutual at 
Cleveland, will address the Cincinnati 
Life Underwriters Assn. at a meeting 

immediately preceding the luncheon. 


Blanks Committee Plans 


Although the main attention of the 
blanks committee of National Assn. of 
Insurance Commissioners at its meet- 
ing at New York April 4-6 will be given 
to the proposed combined annual state- 
ment form for fire and casualty com- 
panies, some revisions in the life blanks 
are also expected. 


NEWS BRIEFS 


Celeman Clark, 
tennis champion, 
ance with the Wiese agency of 
dent Mutual at Chicago. Mr. Clark, 
long prominent in the U. S. Table 
Tennis Assn., was one of the pioneers 
in establishing table tennis as a recog- 
nized sport. Since 1936, he has been 
barnstorming the country with a table 
tennis novelty act which he has pre- 
sented in the leading show spots. 


Attorney Leonard Boudin, who has 
represented the United Office & Profes- 
sional Workers of America, of which 
many industrial agents are members, 
was one of three counsel appointed by 
the court to represent Miss Judith Cop- 
lon after she dismissed Archibald Pal- 
mer, her attorney, about three weeks 
before she was found guilty of con- 
spiracy to commit espionage. 


former national table 
has entered life insur- 
Provi- 


Powell B. McHaney, executive vice- 
president and general counsel of Gen- 
eral American Life, has been named 
chairman of a new 10-man_ citizens’ 
bond issue supervisory committee of 
St. Louis. The new committee succeeds 
a similar group named several years ago 
to supervise expenditures under the 
public works program. Mr. McHaney 
served as secretary of that committee. 


R. A. Isaacson has been named as 
supervisor in the Thorpe B. Isaacson 
agency of Lincoln National in Salt Lake 
City. Mr. Isaacson joined Lincoln Na- 


tional Life two years ago and was the 
company’s leading producer in January. 


L.1.A.M.A. Index 
Evaluates Agent's 
Sales Pattern 


A sales method index has been devel- 
oped by Life Insurance Agency Man- 
agement Assn. and Life Underwriter 
Training Council as a new supervisory 
tool to study the prospecting and selling 
techniques of agents. In completing the 
index, the agent makes a survey of his 
last 10 paid cases. The manager or su- 
pervisor reviews the survey with the 
agent to discover strengths or weak- 
nesses. L.I.A.M.A. has published re- 
view guides to the index to aid managers 
in this analysis. There is one edition for 
ordinary agents and one for combina- 
tion agents. 

The index has been tested in L.U.T.C. 
courses during 1948-49 and will be used 
again in 1950. Much interest was shown 
at the L.I.A.M.A. annual meeting in 
Quebec when a report of the findings 
on completed indexes of 500 ordinary 
agents enrolled in L.U.T.C. was given. 

Within the category of to whom the 
agent sold, this composite report showed 
that 37% of sales were to friends, rela- 
tives and acquaintances, eight out of 10 
of whom the agent knew for a year or 
more prior to the sale. Some 20% of 
sales were to outside referred leads from 
friends and relatives who were not yet 
sold. Cold approach prospects ac- 
counted for 15% of sales. Leads fur- 
nished by the company or agency ac- 
counted for 14%. Repeat sales to policy- 


owners presto another 14% of the 
sales. ; 
Within the category measuring to 


whom the agent did not sell, it was 
demonstrated that in 33% of the cases 
the agent sold no other person in his 
client’s occupation or profession. In 
71% of the cases, he sold no other pros- 
pect in his client’s firm. No relatives of 
his client were sold in 76% of his cases. 
The agent failed to ask for other pros- 
pects in 42% of the cases. In some 50% 
of the situations, whether or not he 
asked for a name, the agent failed to 
secure a single prospect. 

The quiz was revealing in connection 
with agents’ prospecting. In 69% of the 
cases, the agent was as old or older than 
his client. In all but 24% of the cases, 
the agent had more formal education 
than the client. For every client whose 
income exceeded that of the agent, there 
were two whose incomes were about 
os to or less than the agents’. Some 

ight out of 10 clients owned life insur- 
aed prior to the sale, but only one in 
five owned life insurance in the com- 
pany represented by the subject agent. 


Age Change Motivates 14% 


In the section devoted to finding out 
how the agent sold, it was demonstrated 
that age change was a motivating factor 
in 14% of the sales. Preapproach by 
mail or telephone was made in about 
one case in four. Every other sale was 
on a basis of single needs with 33% re- 
ported as programming sales. Some 52 2% 
of sales were made during the first in- 
terview and half of the sales were made 
in the presence of the prospect's wife or 
other interested person. In more than 
half the cases, the agent used half an 
hour or less to deliver the policy. 

A similar analysis of the index form 
completed by 300 combination agents 
enrolled in L.U.T.C. and covering their 
ordinary sales, showed similar findings. 
The combination agent’s policyowners 
on the debit are his major source of 
prospects for new ordinary business. He 
shows little inclination to develop off- 
debit markets among friends and_ busi- 
ness acquaintances. 

The index results demonstrated that 
the combination agent’s clients were 
largely in the middle income group and 
predominantly young. The agent out- 
ranked his clients in age, education, in- 
come and insurance ownership. Sales 
were made in the majority of cases on 
the basis of clean-up and need for in- 
come to dependents. Presentation, close 


and delivery were usually made within g 
week or 10 days. 

L.IL.A.M.A. suggests that the index be 
completed by each new agent after he 
has paid for 10 cases, at appropriate jp. 
tervals thereafter, and whenever the 
agent is in a slump. 


Senators Hear Lite 
Men on Income Tax 
Program This Week 


WASHINGTON—The Senate 
finance committee has scheduled a hear. 
ing for Thursday of this week on the 
Doughton bill to. tax life companies 4 
total of some $93 million for 1947-49 


inclusive. 
Witnesses scheduled include A, 
McAndless, president of Lincoln Na- 


tional and chairman of the joint taxation 
committee of Life Insurance Assn. of 
America and American Life Conven.’ 
tion; Claris Adams, president of Ohio 
State Life, representing companies 
acquiescing in the plan; a representative 
of Equitable Society, whose president, 
Thomas I. Parkinson, objects to the 
retroactive feature of the bill; L. K. 
Crippen, vice-president and actuary, and 
E. J. Schmuck, general counsel of 
Acacia Mutual, and representatives of 
Northwestern Mutual and Pyramid, 
which have objected to certain features 
of the bill. 

Representatives of L.I.A. have sug- 
gested the principle of the Doughton 
bill be extended over 1950 net invest- 
ment income. Clarence Klocksin, North- 
western Mutual, has accepted the 
“average valuation” theory as the basis 
of taxation, but objected to retroactivity, 
preferring extension of the program 
over 1950. 


Attitude on 38% Rate 


On the corporation front, indications 
are that a good many ways and means 
committee members are shying away 
from increasing levies on that source 
above the present rates, based on 38%, 
to which life companies are subject, if 
the special formula applying to them 
permits. 

However, as a compromise a number 

committee members are reported 
leaning toward a_ proposal of their 
colleague Rep. Mills, Arkansas, that 
corporations be required to pay their 
taxes in two, or possibly three install- 
ments, on a quarterly basis, instead of 
the present four installment program, 
spread over the year. 


Would Speed Up Collections 


This plan would speed up collections 
during this or whatever fiscal year it 
might be made effective, though what- 
ever additional revenue were collected 
earlier would be offset by amounts not 
colected late. Members favoring the 
Mills plan estimate as high as $1.6 bil- 
lion revenue might be raised under it 
ahead of the time it would be due 
under present law. 

While the long-term result would thus 
be the same, the Mills plan would en- 
able members to “make a showing” of 
increasing revenue (for one year) by an 
amount approximating the additional 
revenue the President recommended be 
raised. 


of 


New Officers Elected by 
Cincinnati A. & H. Assn. 


New officers of Cincinnati Assn. of 
A. & H. underwriters are: Albert 
Knapp, World, president; C. S. Reve- 


naugh, Combined, vice-president; R. W. 
Bickelhaupt, Mutual Benefit H. & A, 
treasurer, and R. G. Myers, arg 
etts Protective, secretary. W. Case, 
Inter-Ocean, retiring president, tou 
chairman of the executive committee. 
Dr. R. J. Tapke discussed the dangers 
of socialized medicine. Mr. Knapp 
started in the business 18 years ago with 
Mutual Benefit at Cincinnati. 
been manager of World for 4% years. 


He has 
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December HY 1949 


ASSETS LIABILITIES 


United States Government Bonds... .$165,626,480.88 Reserves on All Policies............ $346,117,952.00 


27,249,653.79 Installment Payments, 


Municipal and Cospevetion Bends. . . Matured Policies..............  1,281,043.28 








Preferred Stocks. .....ccecceccccees 22,433,537.00 Polley Claims in Process... .....0. 1,061,463.44 
Mortgage Loans...........eeceees 137,720,604.98 pe Se 
Ground Rents...........cccccccces 10,769,572.21 Paid in Advance. ...........-- 2,025,013.91 
Real Estate: Home Office....... ele 2,120,093.02 Accrued Taxes and Expenses Incurred 1,665,411.95 
Sold on Contract........ 914,869.37 Escrow Accounts and 
Policy Loans.............0seeeeees 7,701,798.98 REET TIMI «++ se 29008 ining 
Cash on Deposit in Banks.......... 4,072,607.67 Other Liabilities......... se teeeeees 557,296.97 
Accrued Interest and Rents......... 2,727,590.73 Bea 817 tn al gaa oe sie 
Due and Deferred Premiums........ 4,370,278.98 — surplus...........0s000. veceeeseee 28,610,565.92 
LCI] PPO CCOCECECCOOOCL $385,707,087.61 NG@lGsdeewucedcccensvaces $385,707,087.61 


INCREASE IN ASSETS .........-$ 35,600,760 
INCREASE IN INSURANCE ......$ 100,904,104 
TOTAL INSURANCE IN FORCE .... . $2,055,213,526 











The Company is proud to present the above statement, which 
represents the climax of sixty-two years of steady, sound, financial 
growth. The Western and Southern is indebted to the American 
Public for its confidence and rededicates itself to the task of making 
available dependable life insurance protection to many thousands of 
additional families. 

With insurance in force amounting to $2,055,213,526 on approxi- 
mately four million policies, Western and Southern policyholders can 
look forward, assured of the continued success of their company. 


President 


THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 
A Mutual Compan Y 


CINCINNATI, OHIO 














PUZZLE: 























Which man didn't take Sid H. seriously ? 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention broadcasts from the files 


Here are two clues: 

(1) Sid H. is a representative of The Equitable Life Assurance Society 
—he’s been at it for 23 years now. 

(2) The men shown above are prospects Sid called on in the year 1930. 


One man took out an Assured Home Ownership Plan. He owns his 
home free and clear today. 

A second started a Retirement Income Plan. He quit work and 
bought himself a little place in the country last January. 

A third began an Equitable Education Fund for his year-old son. 
The boy’s going to graduate from college next June. 

The fourth man wouldn't listen to Sid’s recommendation. He laughed 
it off. 


SOLUTION: You’ve guessed it—the three with the big smiles are the 
ones who took Sid H. seriously 20 years ago. 

Incidentally, that this happens so often is a mighty good thing for 
America...for every city, town or county in this land. Think of all 
the old folks, widows and kids who are not public charges—who don’t 
cost the taxpayers one cent—all because they or their husbands or 
fathers once took a life insurance agent seriously. 


“> 





of the Federal Bureau of Investigation...another public-service contribution spon- 
sored in his community by The Equitable Society Representative. 
EVERY FRIDAY NIGHT * ABC NETWORK 
» » » 
One of a series of advertisements illustrating how a representative of The Equitable 
Life Assurance Society serves his community by selling life insurance. 


THE EQUITABLE 


LIFE ASSURANCE 


SOCIETY 


OF THE UNITED STATES 


THOMAS !1. PARKINSON, President + 393 Seventh Avenue, New York I, N. Y. 





